FheNATIONAL, 
UNDERWRITER 


Aige Inrawtance Edition 





A practical plan to build 
permanent values for employees. 





Term Insurance Decreases. 
Paid-Up Insurance for.Employees Increases. 





Answers the employee’s question, ‘““What do I get for 
my money when my employment terminates or I retire?” 





Is described and illustrated in “A Vital Message for 
Employers,” an explanatory brochure. 





Solves the Employer’s problem of 
ever-increasing cost of Term Insurance. 





A Group Permanent Plan 
without tax complications. 





Broad Benefits - - - Low Cost. 


» FOR FULL DETAILS YOU ARE INVITED TO PHONE, SEE OR WRITE OUR NEAREST ( 
GENERAL AGENCY OR GROUP OFFICE. 


GROUP OFFICES ARE LOCATED IN THE FOLLOWING CITIES: 


ATLANTA CHICAGO LOS ANGELES PHILADELPHIA 
BALTIMORE CINCINNATI MILWAUKEE PITTSBURGH 
BIRMINGHAM CLEVELAND NEWARK ROCKFORD 
‘ BOSTON DETROIT NEW YORK ST. LOUIS 
BUFFALO KANSAS CITY OKLAHOMA CITY SPRINGFIELD 
PEORIA SYRACUSE 


LIFE INSURANCE COMPANY 
ORGANIZED 1851 SPRINGFIELD, MASSACHUSETTS 


Owned by its Policyholders — operated for them... 
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Reimbursement 
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Registered Life Protection 


Republic National 


Life Insurance Company 


Theo. P. Beasley, President Home Office: Dallas 


Life insurance in force exceeds $335,000,000.00 


” Complete- 


personal insurance service! 









MUTUAL TRUST'S sales 






conferences and train- 


ing schools are held 














throughout the year. 
Fieldmen are thus kept 
informed on the latest 
sales developments and 
they are able to ex- 
change ideas. At Bigwin 


Inn, Production Club 


SALES 
LEADERS 


will gather fob 


Bigwin Inn 


IN CANADA 


winners will prepare for 


further increases in sales 






this fall. 


MUTUAL TRUST 


LIFE INSURANCE CO. 


HOME OFFICE - CHICAGO 





IN SEPTEMBER 







Agency inquiries should be 
addressed to the agency 
secretary 





CRAWFORD H. ELLIS 


MR. AGENT... 


Illustration shown is 
Cover Page of one of 
our Sales Pieces which 
won “Award of Ex- 
cellence” Life Insur- 
ance Advertisers Assn. 
It's a hard-hitting 
visual savings plan 
presentation. 





Perhaps Pan-American Life Insurance Company can help you solve 
the “If's in Your Life.” You will find that Pan-American Representatives 
are armed with competitive merchandise, flexible underwriting, in- 
valuable sales aids . . . all of which enhance your chance of success. 
What's more, our carefully-chosen representative's desire-to-succeed 
is intensified by a plan of compensation which furnishes greater benefits 
to those who do an outstanding job—A Career Contract. 


For Information, Address: 


CHARLES J. MESMAN 


Superintendent of Agencies 






President 


EDWARD G. SIMMONS 


Executive Vice-President 


PAN-AMERICAN 
LIFE INSURANCE CO. 


KENNETH D. HAMER 


Vice-President & Agency Director 


NEW ORLEANS, U.S.A. 















N: hocus-pocus in this focus 


Stereoptican viewing was a popular parlor 
pastime back in 1891, the year LIFE of 

GEORGIA was founded. Read about that 
fabulous era in “The Southern Sentinel,” 

newspaper published to commemorate our 
60th Anniversary. Write us for a copy. 

















HOME OFFICE @ ATLANTA 
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July Sales Drop 
Shows Effects of 
New Group Freeze 


36%, Drop Reflects 
Frustration; Pick 
Over Old Groups 


The stifling effect of the wage 
freeze on group sales was reflected 
strongly during July when the decrease 
in group life sales of 36% pulled down 
the aggregrate sales for the month below 
last year’s showing for the time in 1951. 
LI.A.M.A. figures show an _ over-all 
decrease in life sales of 5% for July. 
However, ordinary sales were up 5%, 
industrial had risen 2% and it was the 
group life drop-off of 36% which ac- 
counted for the deficit. Group life sales 
were hardly at rock bottom, standing 
at $327 million in July, which was 92% 
higher than the sales during July, 1949. 
These figures represented new groups 
set up and do not include additions 
under contracts already in force. 

For the first seven months of 1951, 
the group decline was 7%. Total life 
sales amounted to $16,112,000,000 an in- 
crease of 3%. Ordinary life was up 
7% and industrial decreased 2%. 

Group insurance men are by now 
showing real concern over the wage 
stabilization prospect. The whole char- 
acter of their business has by this time 
been changed. The group backlog which 
kept sales up in the preceding months 
is diminishing rapidly. Most group pros- 
pects have used up the 10% compensa- 
tion increase, including fringe benefits, 
allowable under the wage freeze. Un- 
fortunately, the lack of new activity 
has turned competition inward and much 
of the rivalry today seems to be over 
groups that have already been placed. 
No company is safe from a competitor 
willing to make a lower bid on existing 
business. It seems that more of the 
companies are now willing to write union 
business and this field is particularly vol- 
atile as far as “raiding” goes. 

All eyes are turned to Washington 
where a special six-man advisory com- 
mittee of the wage stabilization board is 
presumably studying the possibility of 
unfreezing insurance benefits. There are 
some who opine that an initial step of 
the board will be to allow a 15% in- 
crease since January, 1950. This would 
provide an additional 5%. This might 
result in some group insurance sales, 
but it is certain that many of the unions 
would be driving to take out the 5% 
i wages. 





Boston Insurance Phone 
Directory Now Available 


The 1951 Boston Insurance Telephone 
Directory is now ready for delivery. 
Copies may be obtained for $1 from the 





National Underwriter Co., 420 East 
Fourth street, Cincinnati, O. 
surance History of Ky. 


Senator Paul J. Stapleton of Fort 
homas, Ky., has presented to directors 
of Blue Grass Life an unpublished book 
on the history and activities of insurance 
companies in Kentucky. He said it will 
be printed by the Kentucky department 
4 soon as funds are obtained, and then 
will be generally available. 





“CONFER AND ADVISE” 





NALU National Council Will Have Clearer 


Concept of Role in L. 


The national council of the National 
Assn. of Life Underwriters at its de- 
liberations in Los Angeles next month 
will be operating with a clearer under- 
standing of the exact functions of the 
council than has prevailed in recent 
years. 

Prior to the 1951 midyear meeting at 
Minneapolis the idea had grown up, 
even among leaders fairly familiar with 
the constitution and by-laws, that the 
national council was supposed to accept 
or reject committee reports or even 
modify them if that should be the sense 
of the council. 

However, at Minneapolis President 
John D. Moynahan clarified the na- 
tional council's role by referring to the 
provision in the by-laws which states 
that “the national council shall confer 
and advise with the board of trustees 
on matters relating to the National 
Assn. of Life Underwriters.” ; 

That is what the council does at its 
meetings, since of course the trustees 
are on hand at all the sessions. 


Advantages of Present Arrangement 


While there has been some feeling 
expressed since the midyear meeting 
that the national council should have 
the right to accept, reject, or amend 
committee reports, the prevailing feeling 
appears to be that the present arrange- 
ment has advantages that would be 
lacking if the council had these addi- 
tional powers. 

Those who favor the present plan 
believe it is the more genuinely demo- 
cratic system. As matters stand now, 
the council hears the reports and ex- 
presses its opinions, either through 
various interested individuals or by the 
council as a whole. One individual can 
thus speak directly to the board of 
trustees, which is the governing body 
and which is presumably more familiar 
with the background of the various 
issues than the national council as whole 
would be. 


Can Be More Influential 


Supporters of the present system 
point out that an individual who stands 
up to endorse or condemn a_ certain 
course of action would ordinarily have 
little chance of getting more than a 
handful of the council members to go 
along with him. The big majority would 
probably vote for the report as sub- 
mitted. But the trustees might very 
well take into account the viewpoint 
offered by such a speaker. Hence he 
can make his influence felt even though 
he would probably be unable to muster 
anything like a majority vote in the 
national council. 

Many proposals first made in the 
national council have subsequently been 
adopted by the trustees. For the long 
pull, of course, the council has full 
control over the makeup of the board 
of trustees, for it is the council that 
elects the trustees. For example, a few 
years ago the council decided it wanted 
more agent members on the board and 
it got them. 


CAN BE HEARD 








The present setup allows a very full 
opportunity for all interested members 
of N. A. L. U. to be heard, whether 
members of the council or not. The 
process is that on the Saturday prior 
to the convention the trustees meet to 
accept reports from committee chair- 
men. These reports have been for- 
mulated through correspondence among 
the committee members, sometimes sup- 
plemented by meetings. The trustees 


A. Deliberations 


usually accept the reports unless there 
is something controversial in them. 

On Monday of convention week the 
committees hold open meetings at 
which the reports are discussed by the 
committees. Any interested member of 
N. A. L. U. can ask questions or offer 
comments. It may be that as a result 
of discussion within the committee or 
comments by others the report will be 
amended. 

That afternoon the trustees meet 
again to consider any changes that the 
committee feels should be made and to 
receive final reports previously sub- 
mitted in tentative form. The _ board 
may accept the changes or not. It may 
make changes on its own. 


Council Takes Up Reports 


The next day the national council 
takes up the reports. Members have re- 
ceived preprinted copies of the reports 
a couple of weeks before the meeting. 
Each chairman, instead of reading his 
report, summarizes it briefly and tells 
of any amendments to the preprinted 
draft. Then come the comments of the 
national council members. If the coun- 
cil wishes it can vote approval or dis- 
approval of the report, but its action 
is not binding on the board of trustees. 

It is important that national council 
members participate freely in the dis- 
cussion on committee reports. Their 
comments often provide valuable 
guidance to the committees and to the 
board. It would be unfortunate, 
N. A. L. U. leaders realize, if the fact 
that the council’s voting on reports is 
not binding were to make national 
council members feel that it is pointless 
for them to get up and offer their com- 
ments. 

These comments are desirable even 
if they do not take a strong position 
for or against a report. They are needed 
as a means of indicating what the sen- 
timent of the association is. 





NLRB Orders AFL Union Vote 


W ASHINGTON—National labor re- 
lations board has ordered an election 
within 30 days among all weekly pre- 
mium agents in Ohio for Life of Vir- 
ginia to determine whether the AFL 
insurance agents union is still repre- 
sentative of the debit agents. Anthony 
W. Parker, an agent, had testified be- 
fore the board that the union is no 
longer representative of some of the 
agents. 





Section 213 Hearings 
Planned for October 


NEW YORK — Public hear- 
ings on the proposed revision of 
section 213 of the New York in- 
surance law are being planned for 
October by the joint legislative 
committee on insurance rates and 
regulations, according to Paul 
Bleakley, committee counsel. 

A meeting of the executive com- 
mittee is scheduled for mid-Sep- 
tember following which the exact 
hearing dates will be announced. 

Section 213 will be the princi- 
pal subject on the hearing agenda. 
Liberalization of life underwriting 
regulations on juvenile business 
may also be taken up by the com- 
mittee. The committee sponsored 
a new juvenile bill last year which 
passed both houses of the legisla- 
ture. That was the only commit- 
tee-sponsored legislation that was 
vetoed by Governor Dewey. 





Wide Divergence 
Found in Accepting 
Military Personnel 


Contrast in No-War-Clause 
Underwriting Noted in 
All Company Size Ranges 


Informal inquiry into the attitudes of 
companies on non-war-clause under- 
writing men and women in the armed 
forces shows that there is a surprising 
contrast among insurers. Use of avia- 
tion clauses, however, is quite general. 

These attitudes range all the way 
from taking no military personnel what- 
ever to a willingness to write privates 
and ordinary seamen for $10,000 each 
and no limitations on the amount of 
business that will be accepted from any 
one agent or agency. Practically, this 
means no limit on the amount a man 
can buy, for all he needs to do is to buy 
the maximum that several liberal com- 
panies will issue. 

Some executives of companies in the 
ultra-liberal category feel they are pro- 
ceeding on an entirely sound basis. In 
some other companies that are as lib- 
eral, or almost so, executives privately 
express misgivings but feel that the 
competition is such that they have to 
go along. 


Fear Federal Interference 


Some take the view that if the com- 
panies are strict in underwriting armed 
forces personnel the federal government 
will be critical and perhaps even take 
steps to liberalize present governmental 
coverage for members of the armed 
forces. 

Some companies will write any form 
of policy, including term, on persons in 
military service. Agency pressure is 
back of many of the liberal underwrit- 
ing policies. ‘Why can’t you do as well 
as the other companies?” is the com- 
plaint home office underwriting execu- 
tives of the less liberal insurers con- 
stantiy get from agents specializing in 
military business. Some companies 
have parted company with big producers 
because their business was almost en- 
tirely military. 

Some companies try to keep these 
specialists in line by insisting that their 
military business constitute no more 
than half of their total new production. 
But the consistency with which these 
50-50 rules are applied is reported to 
vary considerably. 


CSO Has Less Margin 


One drawback about military busi- 
ness from an actuarial point of view is 
that the CSO table is based on a con- 
siderably more favorable younger-age 
mortality rate than the American Ex- 
perience. Hence it would take corre- 
spondingly less losses to wipe out the 
margins on the CSO) business than it 
would on the American Experience 
basis. 

The liberality of many insurers in 
military underwriting comes with cumu- 
lative effect on the reinsurers. Some 
reinsurance executives say they don’t 
like the freedom with which military 
business is being taken but, as with the 
direct writing companies and _ their 
agents, it is a matter of competition. 

Liberality in writing military person- 
nel without war clauses is by no means 
confined to small companies which spe- 

(CONTINUED ON PAGE 19) 
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Monthly Premium 
Sales on Increase, 
Institute Finds 


Institute of Life Insurance has found 
that sales of life insurance on the 
monthly payment basis have increased 
substantially in recent years. Today 
more than one-fourth of all ordinary 
policies are being paid for monthly. 
This proportion amounts to one-half 
of ordinary policies sold by combina- 
tion agents. Ordinary agents sell only 
one-sixth of their business on monthly 
payment plans. 

The institute estimates that this year 
two million ordinary policies will be 
sold on the monthly premium basis 
providing $4 billion in protection. The 
monthly premium plan was devised in 
the middle ’20s to meet the desire of 
many families. 

The volume of monthly premium poli- 
cies in force is smaller than current 
sales would indicate. Some _ business 
was purchased prior to the major devel- 
opment of monthly premium plans and 
some policies sold on a monthly basis 
are later changed to quarterly, semi- 
annual or annual premiums, arrange- 
ments which are less costly to the 
policyholder. 





559 Now Receiving Payments 
Under Gratuitous Indemnity 


WASHINGTON — The veterans ad- 
ministration reports that up to July 31, 
732 claims had been received under the 
servicemen’s gratuitous indemnity act, 
on which 559 claimants are now receiving 
indemnity payments, while 168 claims 
were being processed. 

It is VA’s information that to July 
31 about 3,500,000 served with the 
armed forces since the Korean hostilities 
began, all of whom would be eligible 
for some form of benefits administered 
by VA—not all gratuitous indemnity, 
however, as many servicemen have 
National Service Life or U. S. Govern- 
ment Life coverage. 

To Aug. 3 the armed services had 
notified next of kin of 80,430 casualties 
in Korea. Of these, 13,433 were deaths, 
54,857 were wounded and 12,140 missing 
in action. 


Group Graduates Assigned 


Graduates of Pacific Mutual’s group 
insurance school recently completed at 
the home office have been assigned as 
follows: John W. Cleveland, Berkeley, 
Cal., to Los Angeles; Dean Cleveland, 
South Gate, Cal., and John C. Edwards, 
Alhambra, to Chicago; G. Newell 
Smith, Burlingame, Cal., to San Fran- 
cisco; Rodman S. Peddie, Houston, and 
. B. Finley, Hazelhurst, Ga., to St. 

ouis. 





Also A. Edward Werner, Paxico, 
Kan., to Kansas City; Thomas W. 
Freeman, Dallas, to Houston; Robert 


H. Metz, Wheeling, W. Va., to Cleve- 
land; James Robb, Dodge City, Kan., 
to Denver; John W. Craddock, Alex- 
andria, Va., to Washington, D. C.; 
Frederick Cornell, Detroit, to Newark, 
and Roy Wishmeier, Ventura, Cal., to 
Philadelphia. 


Mrs. Wells Heads Detroit Women 


Mrs. Matilda Wells, Prudential, has 
been elected president of the women’s 
group of Detroit Life Underwriters Assn. 
She is a life member of the Women’s 
Quarter Million Dollar Round Table 
and the Life Leaders Club of Michigan, 
and has qualified for the national qual- 
ity award for five years. 








The field force of People’s Life of 
Washington, D. C., put on a 30th an- 
niversary campaign of one week for 
O. R. Hoover that resulted in $1,774,474 
in ordinary being written and an in- 
dustrial increase of $1,156,000. Mr. 





Hoover received a diamond service pin 
from President S. W. Hauser. 


Bob Hope Show at 
Time of N.A.L.U. 
Meeting Canceled 


National Assn. of Life Underwriters 
regrets to announce that the plans of 
the Los Angeles association, with the 
supporting interest of N.A.L.U., to act 
as co-hosts with United Cerebral Palsy 
Assn. in the Bob Hope show that was 
planned in the Hollywood Bowl the 
evening of Wednesday, Sept. 19, at the 
time of the N.A.L.U. convention at Los 
Angeles, have been abandoned due to 
unforeseen circumstances beyond the 
control of Mr. Hope and the Los An- 
geles association. It is hoped that the 
existing difficulties will be solved and 
that the big show will go on later in 
the year. 

Other top-notch entertainment fea- 
tures are being arranged by the host 
association for the delegates attending 
the convention, which will be announced 
at a later date. 


N.Y. Unionists’ “Warning” 


The “United Labor Action Com- 
mittee” has sent out a release to all 
labor unions in New York alerting 
them to “possible” dangers confront- 
ing all union pension and welfare funds 
unles they speak out at once against 
any proposed interference by the state 
insurance department and its contem- 
plated regulations pertaining to union 
welfare and pension plans. The depart- 
ment has been conducting examinations 
of some of these funds. 


District Manager Virgil Maul has 
been transferred by Prudential from its 
Oil City, Pa., office to Zanesville, O. 








“Vance on Insurance,” 
3rd Edition, Published 


The third edition of “Vance on In- 
surance” has een published and is now 
available for distribution. The author, 
B. M. Anderson, is vice-president and 
counsel of Connecticut General Life. 
This popular treatise on the law of in- 
surance has been thoroughly revised. 
It now contains 1,311 pages, or about 
200 more pages than the second edition. 
It is available from West Publishing 
Co., St. Paul, Minn., at $8.50. 

The first edition of “Vance on Insur- 
ance,” written by the late Prof. William 
Reynolds Vance, was published in 1904. 
At that time, Mr. Vance was professor 
of law at George Washington Univer- 
sity. He had previously been dean of 
law at Washington & Lee, later served 
as dean of law at Yale and University 
of Minnesota, and again as professor 
of law at Yale until his retirement in 
1938. During the first world war he 
was general counsel of the bureau of 
war risk insurance. He died in 1940. 


Second Edition in 1930 


The second edition of “Vance on In- 
surance” was published in 1930 while 
Professor Vance was teaching at Yale 
law school. Mr. Anderson assisted Pro- 
fessor Vance for a year in the prepara- 
tion of that edition. 

Upon graduation from Yale law 
school and completion of his work with 
Professor Vance, Mr. Anderson joined 
the legal department of Connecticut 
General in 1929. He has headed that 
department since 1937. For 10 years 
he has edited “Legal Notes” for the 
“Transactions” of Society of Actuaries. 
In 1948, he was chairman of the legal 
section of American Life Convention. 
He also served as chairman of the law 
committee of Bureau of A. & H. Under- 
writers. 


COMMONWEALTH ) 


RAW MATERIALS 
OF PERSUASION 


As one who believes completely in the truth of life insurance, 
how do you break down the reluctance and lethargy of those 
who are little inclined to view its value as you do? Your 
success in breaking down these barriers depends—in a great 
measure—on your skill in the art of persuasion. 

With experience you learn the limits of persuasion and, if you 
are wise, conform to them. Eventually you become aware of 
the pure persuasion that is called salesmanship. You find that 
you must first have a man’s good will if you truly mean to 


persuade him. 


It becomes clear that people respond to a new idea only with 
intellectual generosity. You learn style in your manner of 
presentation. You acquire content through familiarity with 
your subject. These qualities are the raw materials, which 
you use to your own best advantage. And, as raw materials, 
they eventually become part of the finished product. 

If the finished product you have fashioned is one which truly 
proposes to advance the profession of life insurance, instead 
of putting your personal success first, your efforts to break 
through all opposition will be immeasurably more successful. 


LIFE INSURANCE IN FORCE MORE THAN 
A HALF BILLION DOLLARS 
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COMMONWEALTH 
Life Jusurance Company 


HOME OFFICE ¢ LOUISVILLE, KY. 


The Doorway to Security 


— — 





§S Rulings on 
Renewals fo Retired 
Agents Pose Proble 


Regarded as Unfortunate 
Attempts to Oversimplify 
Complex Situations 





WASHINGTON—The social secy 
ity adminstration has ruled in enoy 
individual cases that renewal comm; 
sions paid to life agents are not count 
as wages and hence do not void 9 
age security benefits that the eff 
is virtually that of an official ryfj 
even though no general edict has bee 
laid down. In fact, an assistant to 
social security chief recently said thy 


these rulings apply generally to cop 
panies and agents in similar circyp. 
stances. 

The fact that the retired agent my 
perform some services in connectig 
with the renewal premium does to 
make any difference, the social securi 
administration has ruled. ; 

While the rulings are gratifying 
the agents included, they put many co 
panies in something of a quandary, 
The rulings are regarded by life com 
pany leaders as going too far in the di 
rection of over-simplifying the prob 
lems presented by renewal commissio 
and related matters involving retir 
agents and their companies. The rulin 
may be all right for some compani 
while producing a lot of headaches foi 
others having different circumstance 


No Further Work Is Done 


_ The social security administration a 
titude is that the agent who draws 
renewal commissions doesn’t get them 
for services rendered at the time oi 
payment but as deferred compensation 
— service rendered at the time of the 
sale. 

This policy of SSA with respect to 
rulings on OASI benefits contrasts with 
that of the internal revenue bureau 3 
expressed in tax liability rulings, The 
latter bureau has consistently refuse 
to make a general ruling on the sub 
Ject of renewal commissions, but in 
sists upon dealing with the matter on 
a case-by-case basis. Eventually, after 
a sufficient number of such _ revenue 
rulings have been made, a pattern wil 
have been established upon the basis 
of which future cases can be promptly 
decided. 
















Intra-Government Dispute 


Industry observers say that as a 
result of the different approaches of the 
two government agencies to problems 
involved, a dispute has arisen betweet} 
them as to proper interpretation and 
application of provisions of the soci 
security law of 1950, especially with 
respect to life agents. Internal revenut 
and social security have differed in tht 
past over administrative policies, but 
have been urged by members of Cor 
gress to cooperate and coordinate. . 

The internal revenue bureau has i 
sued at least four rulings on the fe 
newal commission matter. Life com 
pany organizations plan to publicizt 
these with the consent of the com 
panies directly concerned. 

According to life insurance people, the 
SSA rulings are not binding. They caf 
be taken into court, or interested parties 
may try to get the government agency 
to reverse itself. : 

Whether renewal commissions of lift 
agents age 65 are taxable and how, undet 
social security, and what relationshi? 
they bear toward payment of ) 

(CONTINUED ON PAGE 19) 
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Investments During 
First Half Ran 
Over $10 Billion 


Institute of Life Insurance reports 
that the life companies in the first half 
of the year made new investments of 
$10,812,000,000 in mortgages and secu- 
rities. The report comments that the 
large aggregate is due, in part, to the 
large volume of refundings and replace- 
ments. Nearly half of the new invest- 
ment was in U. S. government securities 
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reflecting the April exchange of about 
$3 billion of 24% for 234% non-market- 
able bonds. 

Mortgage financing extended by the 
life companies was a record $2,915,- 
000,000, with the greater part of it 
covering housing. This is half again 
as much as in the first half of 1950. 
This year’s aggregate was largely from 
commitments made before regulation X 
went into effect. 


Industrial Purchases Doubled 


Industrial bond purchases amounted 
to $1,447,000,000, nearly twice the acqui- 
sitions last year and including a large 
extension of defense plant financing. 

Despite liberalization of the New 
York law permitting certain common 
stock investments, stocks acquired the 
first half of the year were less than a 
year ago. 

The new loans in the first six months 


half of the new mortgages of the life 
companies. 


Farewell Party for Villar 





|Given at San Francisco 


SAN FRANCISCO—A large gather- 
ing of insurance executives and civic 
oficials were in attendance at a fare- 
well party given for Ceferino Villar, 
insurance commissioner of the Philip- 
pines. Mr. Villar is completing a three- 
month tour of the United States, dur- 
ing which he attended he annual meet- 
ing which he attended the annual meet- 
Commissioners, and visited many exec- 
utives of companies operating in the 
islands. 

Hosts at the party were executives of 
the San Francisco staff of American 
International Underwriters. Represent- 
ing Commissioner Maloney who is cur- 


"irently vacationing, was State Senator 


Thomas Maloney, prominent San Fran- 
cisco broker and father of the Califor- 
nia commissioner. Representing the 
Philippine government was Consul Gen- 
eral Benigno A. Pidlauan. 





‘|Home State Fishing Contest 


Home State Life will stage a fishing 
contest Aug. 28-30 near Hot Springs, 
Ark. President Joe D. Moise is one of 
Oklahoma City’s champions in this line 
of sport. Guests will be confined to 
top-management superintendents and 
men in similar executive positions. Be- 
tween 25 and 30 are expected to attend. 


$10 Million in Claims 
in First Year of War 


Life insurance death claims paid 
on Korean war casualties during 
the first year of the war were about 
$10 million, according to Institute 
of Life Insurance. There were 
more than 8,000 policies involved 
in the 12-month period ending 
June 25. These war death claims 
represented less than 1% of the 
total death benefits paid by the 
life companies during the period. 





L.U.T.C. to Launch 
Regional Teachers 
Sessions Aug. 27 


Life Underwriter Training Council 
will begin on Aug. 27 six weeks of 
regional conferences for L. U. T. C. 
instructors. There will be more than 
250 instructors participating in the two- 
day meetings. Special attention will be 
given to the newly revised instructor’s 
guide, a 250-page book that has ad- 
vanced from mimeographed form to a 
photo-offset edition. The dates and lo- 
cations for the conferences follow: 

Aug. 27-28, Worcester, Mass.; Sept. 
4-5, New York City; Sept. 4-5, Chatta- 
nooga; Sept. 6-7, Charlotte, N. C.; Sept. 
10-11, Orlando, Fla.; Sept. 13-14, Dallas; 
Sept. 24-25; Berkeley, Cal.; Sept. 27-28, 
Portland, Ore.; Sept. 27-28, Pittsburgh; 
Oct. 1-2, Chicago; Oct. 4-5, Omaha. 





Southern California Tax 
Institute Runs Oct. 17-19 


The annual institute on federal taxa- 
tion, sponsored by the law school of 
University of Southern California, is 
to be held this year at Los Angeles on 
Oct. 17-19. This event annually draws 
more than 1.500 attorneys, accountants, 
trust officers and life insurance agents 
from the western states. On the agenda 
this year will be income tax problems 
relating to non-business and business 
life insurance and problems arising out 
of gifts to minors and out of private 
annuities. 


Sanzone to Prudential 


Joseph Sanzone has joined Prudential 
as an underwriter in the company’s new 
individual A. & H. department. He has 
been for 33 years with Ocean Accident. 
He is former secretary of A. & H. Club 
of New York. 


DISCUSSED AT LIBRARIANS’ MEETING 





LIA Clipping Service Is One of the 
Most Comprehensive of Its Kind 


The activities of the unique news- 
paper and magazine clipping depart- 
ment of the Life Insurance Assn. of 
America maintained to serve member 
companies and L. I. A. headquarters 
by going over a vast array of publica- 
tions to detect material affecting life 
insurance were described recently by 
Miss Joy Layton at a meeting at the 
annual convention of the Special Li- 
braries Assn. at St. Paul. 

The clipping department has de- 
veloped considerably from its origin as 
an adjunct to the association’s well 
equipped insurance library. It is prob- 
ably one of the most complete special- 
ized clipping services in the country. 


How Service Operates 


The staff consists of Miss Layton, 
her assistant, a young girl who takes 
care of the cutting and filing, and two 
readers of the out-of-town papers. At 
least one newspaper from each state 
and the territories, one from each of 
the 10 Canadian provinces, as well as 
all the New York City papers are read 
each day. As they arrive in the depart- 
ment they are checked off on sheets 
giving the state where the newspaper 
is published and the date of publication. 
When any fail to reach the association, 
a form postcard is sent to request that 
the missing copies be forwarded. 

The papers are read and any articles 
of interest to the association are 
marked with a soft, blue pencil. The 
type pencil used is important, since all 
markings must be erased when photo- 
static copies are needed. Then these 
pages are removed from the newspaper 
and folded with the marking showing 
when possible, initialed for the various 
officers, and placed in an outgoing mail 











Sand in Shoes 


William F. Lee, CLU, of the Penn Mutual’s Home 
Office Agency, Philadelphia :— 


“As insurance men we must have faith in two things 
—in ourselves and in our business. We must have suffi- 
cient self-confidence to believe that we can reach what- 
ever reasonable objective we set. On top of everything, 
we must have hope. Shut out the confusion of the out- 
side world with all its despondency and concentrate on 
the job which is at hand. To a positive mental attitude 
it is necessary to apply work and good habits. 


“Recently a man hiked from Los Angeles to New 
York where he was interviewed by a reporter. Upon 
being asked to tell something about his most harrowing . 
experiences, he replied that it wasn’t the rivers and 
mountains which were so tough, but the sand that got 
into his shoes almost drove him crazy. 


“Poor work habits are the sand in the shoes of life 
insurance agents which prevent them from becoming 
successful men. It is wise to remember that men form 
habits and habits form futures.” 


THE PENN MUTUAL LIFE INSURANCE CO. 


MALCOLM ADAM 
President 


INDEPENDENCE SQUARE, PHILADELPHIA 

















box. They are collected by a clerk 
about every two hours. An item which 
has an important bearing on any pend- 
ing problem is immediately taken to 
the officer concerned, since it often rep- 
resents the first clue of a major life 
insurance development. 

About 125 magazines are read each 
month, 20 of them being weekly pub- 
lications. Each magazine is checked off 
on its own date card and if the maga- 
zine is to go intact to some officer his 
initials are listed on the back of the 
card for routing. However, the ma- 
jority of the magazines are read in the 
department as soon as they arrive and 
all articles of current interest are sent 
to the appropriate official, Others are 
marked at once with subject headings, 
cut from the magazine, and put in the 
files for future reference. After these 
items have been taken out of the 
magazine, it is filed for at least six 
months although some are kept for a 
year and others for two years. 

In addition to the customary use by 
staff members and companies, the ma- 
terial has been of service to college 
students, writers and others engaged 
in life insurance research. 


Legislative Material 


A vast amount of the information is 
sent out daily from the department, 
especially during the legislative sea- 
son, but eventually it all returns and 
goes into the files. There is an open 
legal sized folder in the files for each 
state, Congress, each Canadian province 
and the Dominion of Canada. The ac- 
tivities of Congress, which require a 
number of folders, are marked off in 
subdivisions. The legislative clippings 
are filed in their various folders in 
date order. At the end of the year the 
legislative material is gone over, weeded 
out, and material considered of per- 
manent value is placed in legal sized 
envelopes for the transfer files. 


1,000 Subject Files 


The subject files are handled quite 
differently. ‘After being given a sub- 
ject heading and prepared for files, 
clippings are placed in an alphabetically 
marked sorting unit, similar to the 
type the post office uses for sorting 
mail. At the end of a week the articles 
are examined for possible duplication. 
On occasion as many as three clippings 
of the same subject matter, when pre- 
pared by different sources, are retained. 

They are then filed in manila en- 
velopes measuring 74% by 9% inches in 
height with the flap turned in for ease 
in filing. Each envelope in the subject 
file is marked on the cover with the 
subject heading and the date stamp of 
the year. The subject headings are 
printed in India ink with a Speedball 
printing pen. A the end of the year 
each current envelope is integrated into 
the transfer files according to the sub- 
ject title and a new envelope is started 
for the new year. 

There are now about 1,000 subject 
headings in the files. Investments, for 
instance, are subdivided 20 times, with 
a separate envelope for each of the 
20 classifications. As new develop- 
ments occur, new subheadings are 
added to the files. 

The department also keeps a very 
complete file on the activities of com- 
panies belonging to the association as 
well as on non-members. These, to- 
gether with clippings concerning the 
association itself, the agenda of annual 
meetings held throughout the country, 
the various state insurance department 
activities, and biographical material of 
important people in world affairs are 
first put in a small steel cabinet con- 
sisting of 10 small drawers. Each 
drawer is marked with a classification. 
The cabinet is kept on a table with a 
pigeon-hole sorting unit so that all cur- 
rent unfiled clippings are in one spot. 

(CONTINUED ON PAGE 15) 
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Word-of-Mouth 
ADVERTISING 


One factor in sales success is personal recommendation. 
When you do an exceptionally good job for a client, he is 
pretty sure to mention it to his friends. 


GUARDIAN representatives are fortunate in having pro- 
tection plans that inspire “word-of-mouth” advertising. 
For instance— 


NON-CANCELLABLE DISABILITY INCOME PROTECTION 


with all these unique features: 


1, A modern and /iberalized definition of total disability. 


2. $10 per month per $1,000 income to age 65—with full 
maturity as an endowment at age 65. 


3. Special Income Option at age 65, based on a disabled 
lives table. 


4. Availability with term contracts. 


5. Higher dividends on policies containing disability in- 
come protection. 


Ke 
GUARDIAN 
$e Srsenonce Company 


FIFTY UNION SQUARE NEW YORK 3, N. Ve 














More Companies Turning to 
Underwriting and Contracts Liberalized 


During the last five years there has 
been a noticeable increase in the number 
of companies writing juvenile insurance 
and in the liberalization of the terms of 
juvenile contracts. Until about five years 
ago, most companies issued only one or 
two forms of juvenile policies. Today 
some companies will write practically 
every form of life insurance on the 
juvenile basis. Most companies writing 
juvenile have at least five or six plans. 
There is to be observed quite a differ- 
ence in the amounts written by various 
companies on the non-medical plan. 

An example of the rapidity with 
which life companies are liberalizing 
their underwriting practices regarding 
juvenile insurance may be found in the 
fact that in 1945 only one company 
gave the full death benefit on juvenile 
contracts at age one. With most com- 
panies the full death benefit was paid 
either at the end of five or 10 years. In 
1948 when the CSO mortality table was 
adopted and several states changed their 
laws covering juvenile death benefits, 
45% of the 100 companies writing juve- 
nile insurance were found to be paying 
the full death benefit at age one. By 
1949 this had increased to 58%, in 1950, 
63% and this year 80% of the com- 
panies writing juvenile insurance pay 
the full death benefit beginning at age 
one. If the present trend continues, it 
is probable that within another five 
years practically all companies writing 
juvenile contracts will pay the full 
death benefit starting at age one. 


New York State’s Role 


There are some states, such as New 
York, in which the full death benefit 
cannot be paid at such an early age. The 
life companies issuing policies in these 
states cannot liberalize their contracts 
until the state laws have been changed. 
In recent years, though, a number of 
states have made an alteration in their 
insurance laws regarding juvenile. Those 
who have been paying close attention to 
such legislation have the belief that if 
New York state would permit life com- 
panies to pay the full death benefit on 
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juvenile policies beginning at age om 
most of the rest of the states not ng 
having such laws would fall in iy 
rather quickly. 

Juvenile insurance is described } 
companies specializing in it as a doo, 
opening type of operation. It permi 
the agent to take the position that }, 
is not discussing the father’s insurang 
but only a plan for his child or childre, 
As the juvenile insurance presentatiq, 
proceeds, it is only natural though fy 
the father’s insurance to be brongh 
into the discussion and thus it is ofte 
the case that the signing of a juveni: 
application leads rather naturally to th 
sale of additional insurance for th 
father. Most prospects show much mor 
willingness to grant an interview {fg 
the discussion of juvenile insurance tha 
for one involving coverage for then 
selves and that is why juvenile insy. 
ance is characterized as a “door opener’ 

Some companies that went into tk 
writing of juvenile insurance half-hear,. 
edly or reluctantly or merely to me 
competition, have been surprised at the: 
favorable experience. They have founi 
that the writing of juvenile insurance 
provides their agents with thousands ¢ 
new prospects they did not have befor 
and any parent who buys a juvenile po: 
icy almost automatically becomes ; 
prospect for a policy on his own life 
The agent writing the juvenile policy 
acquires prestige, becomes known to th 
father, has an entree he did not har 
before and sooner or later is very likely 
to place some sort of policy on th 
father’s life. 





Confirm Navarre in Mich. 
LANSING, MICH. — The Michiga 


senate, in special session to consider 
several emergency matters, confirmed 
Joseph A. Navarre, as insurance con: 
missioner to succeed David A. Forbes 
As yet the new commissioner is merely 
filling out his predecessor’s four-yea 
term which would not have expire 
until October. 








Occidental of California Reaches 45 



























Occidental Life employes, Montez Brewer, left, and Glenda Trout, serve a slice of 
birthday cake to President Horace W. Brower on the occasion of the company’s 4 
birthday. A few days previous, the company had received the birthday gift from ™ 
field force of more than $3 billion insurance in force. At a luncheon sponsored by L* 
Angeles Chamber of Commerce, the company was presented two cakes, one over 10! 
feet tall representing the company’s present size and a miniature standing for 
company in its first year. Mr. Brower stated that Occidental has accomplished the 
billion feat in 45 years and the average company takes 74 years to accomplish this. 
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Report on Effect 
of Life Insurers’ 


Loan Reductions 


WASHINGTON—That life compa- 
nies are tightening up on their loan 
policies in connection with the federal 
program of credit restriction is indi- 
cated in a staff report prepared for the 
joint congressional committee on the 
economic report. 

The staff report, on national defense 
and the economic outlook, discusses 
other phases of the inflation problem 
and how to deal with it, including a 
reference to Dr. Louis Shere’s sugges- 
tion made to the committee last winter 
that payroll taxes be increased by 3 
points to raise about $4 billion through 
the O. A. S. I. system. This is offered 
as an alternative to the staff suggestion 
that $3 billion more revenue be raised 
by additional income taxes as part of a 
program to absorb consumer inflationary 
excess demand. 

Under the Shere proposal, which was 
endorsed as feasible by Robert J. My- 
ers, social security administration chief 
actuary, the $4 billion would be set 
aside in a special account and would 
earn for those paying the taxes, or their 
beneficiaries, increased retirement or 
death benefits. 


Weighs Effect of Changes 


“While insurance companies have 
continued to add to their loan port- 
folios,” says the staff report, “it is re- 
ported that a considerable tightening 
has been recognized in their willingness 
to make commitments and to discuss 
loans for the future. It is possible, of 
course, that the rate of new lending by 
insurance companies would have slowed 
in any case. On the one hand there 
had been a long expansion in mortgage 
loans—an expansion which would 
undoubtedly have come to an end when 
portfolios were considered to be in bal- 
ance and commitments were becoming 
excessive. At the same time, selective 
controls of credit and allocations of 
credit and of building materials reduced 
the demand for mortgage money. Which 
of these factors was most important— 
whether, indeed, there has been a gen- 
uine reversal of trend—will not be clear 
for some time. Until seasonal influences 
become expansionary and the down- 
ward trend more fully tested, it will be 
impossible to say which factors have 
been most influential.” 

The report says unless prospective 
excess consumer demand of $5 billion 
in the 1952 fiscal year is absorbed, 
prices will rise. If the inflationary gap 
is to be closed by taxation alone, the 
report calls for $10 billion new revenue. 
The people will pay the cost of the 
defense program, it says, either through 
inflation reducing the purchasing power 
of the dollar or through “rational and 
equitable” taxation. 


Incentives to Individual Saving 


The staff recommended the commit- 
tee investigate proposals to increase in- 


dividual savings. Joining in such a pro- 


Tam, it is suggested, will help halt 

e rises threatening the economy. 
‘The report indicates that increase in 
Msumer savings of disposable income. 
fanging from 6.3% to 7.8% during 1950, 
Was “markedly” helped by the unusual 





Mass. Mutual Names Kalb 


Massachusetts Mutual has appointed 
Bernhard F. Kalb, Jr., regional group 
Manager at Chicago. Mr. Kalb joined 

€ company in 1945 as an agent at 
Rockford, Iil. In 1948, he entered the 


group department, and in 1950 he was 
made district group manager for central 
Illinois, eastern Iowa, and south-cen- 
tral Wisconsin. He entered the business 
with Home Life at Rockford in 1939, 
becoming office manager in 1943. In 
1944-45, he joined Mutual Benefit as 
district manager. He is a C.L.U. 





Stays Bannon License Ban 


Judge Fisher in superior court of 


Cook county has ordered a stay in the 
revocation of the broker and agent li- 
censes of Terry P. Bannon of Chicago 


until final disposition of Mr. Bannon’s 
petition for review. Insurance Director 
Day had ordered the license canceled 
because of alleged violation of the IlIli- 
nois insurance code which permits revo- 
cation of licenses where the licensee is 
delinquent more than 90 days in the 
payment of premiums on policies which 
have been negotiated. Mr. Bannon has 
been operating the Reliance Insurance 
Agency in Chicago. 





United Benefit Life has been licensed 
in Canada to write life and A. & H. in- 
surance, with L. F. Flaska of Toronto 
as chief agent. 






On June 30, 1950, 
Harold M. Brett in- 
dicated his thor- 
ough satisfaction 
with the Planned 
Estate that Wil- 
liam G. Samanchik, 
of the Newark 
Agency, had pre- 
pared for him. 













On March 15, 1951, his wife, 
Elizabeth Brett, wrote her 
thariks for the feeling of se- 
curity the Planned Estate had 
brought her. In her letter, she 
described the family’s plans 
for a little retirement farm. 













her husband's death, Mrs. 
wrote again. Her news was 


brightened her letter. Mrs. 


her gratitude at the way 


little farm in later years. 


A Planned Estate 


On June 8, 1951, shortly after 


but a note of hope for the future 
expressed with simple sincerity 
Planned Estate has gone to work 


—and her relief at still being 
able to plan for retirement to the 


I am thoroughly satisfied... I would 
like to compliment your organization 
e « e on the great amount of detail work 


performed in connection with applying my 
several insurance policies to this plan. 


Harold M. Brett ; 





Has Living Values 


financial worry. 


Brett 
sad, 


of a year. ... 


Brett 


her 


New York 


Our modest plan... has given us a much freer 
attitude toward our monthly income and certainly 
amore secure feeling for the future. 

We can make new purchases without a haunted 
fear of the consequences. For instance, last 
summer we bought a tiny "retirement farm"... 
It affords us needed relaxation and great fun 
weekends plus the knowledge that we can live 
there in our later years, free from real 


Both my husband and I thank you for bringing 
our Planned Estate into our living room one 
afternoon and into our lives forever. 


And a Pledge for the Future 


As you know, the policy my husband had 
with your company was in force just short 


Due to Harold's foresight . .. I can 
go ahead very slowly at the cottage and 
at retirement time for me I can live there 
well within the income made possible by 
Home Life's Planned Estate. 

Thank you for. .. a secure future. 


HOME LIFE 


INSURANCE COMPANY 


Two Bids on Richmond Schools 


RICHMOND — Identical bids from 
two insurers were received by the 
Richmond city school board for blanket 
coverage of Richmond's school system, 
both for pupils and employed personnel. 
Neither bid was accepted, but both were 
referred to an insurance advisory com- 
mittee for study. 

The competing companies, Pilot Life 
and North American Assurance of Rich- 
mond, bid $1 per person. The school 
insurance plan carries a maximum pro- 
tection up to $1,000. 









































Elizabeth Brett 





















Elizabeth Brett 



































6 


FieNATIONAL UNDERWRITER 


August 24, 195) 








Announce Program 
for International 
Claim Assn. Meet 


Edwin Linthicum, Jr., Travelers, 
chairman of the program committee of 
International Claim Assn., has an- 
nounced the program for its annual 
meeting at Spring Lake Beach, N. J., 
Sept. 10-12. 

Kenneth C. Berry, Lumbermen’s Mu- 
tual Casualty, chairman executive com- 
mittee, will call the meeting to order 
at the opening session and present a 
gavel to President John Ayer, New 
England Mutual Life. The address of 
welcome will be by Commissioner Gaff- 
ney of New Jersey, this followed by 
Mr. Ayer’s presidential address. 

Jesse W. Randall, president of Trav- 
elers, will speak on “Some Lay Bricks, 
While Others Build Cathedrals,” in- 
volving public relations and insurance, 
and Vincent V. R. Booth, counsel of New 
England Mutual Life, on “These Jug- 
gling Fiends—an Examination of Claim 
Practices.” 

The session Sept. 11 will be opened 
with the reports of the secretary, Louis 
L. Graham, Business Men’s Assurance, 
and the treasurer, Roy Templeman, 
Maryland Casualty. Alexander O. Get- 
tler, professor of toxicology in New 
York University medical school and 
toxicologist to the chief medical ex- 
aminer of New York City, will give a 
paper on “Chemistry Focussed on Cas- 
ual Relationship in Insurance Claims.” 

The remainder of this session will be 
devoted to reports of committees, in- 





cluding a comprehensive report on the 
law as to waiving administration on 
small estates, prepared by the law com- 
mittee headed by Paul L. Wise, assist- 
ant counsel Fidelity Mutual Life, and 
a presentation by Eugene M. Thore, 
general counsel of Life Insurance Assn. 
of America, on “Our Washington Re- 
sponsibilities.” 

At the final session Wednesday morn- 
ing, committee reports will be com- 
pleted and Ralph Heller, Prudential, 
chairman of the group committee of the 
association, will discuss ‘Some Prob- 
lems in Group and Health Insurance.” 
Election of officers will conclude the 
meeting. 





Prudential Realigns Agency 
Directorates in the East 


Prudential has promoted Charles J. 
Tiensch to director of agencies at Roch- 
ester, N. Y. Mr. Tiensch has been dis- 
trict manager at Passaic for two years 
and joined the company in 1933. He 
replaces Leslie S. Crater who has been 
assigned to Reading, Pa., as assistant 
director of agencies. 

Charles H. Lindner, at his own re- 
quest, has left the post of director of 
agencies in Brooklyn to become district 
manager at Passaic. Emanuel M. Belkin, 
assistant director of field training in the 
home office, has been named director of 
agencies at Brooklyn, where he was for- 
merly district manager. William M. 
Rachel has been transferred from the 
post of regional supervisor at Reading 
to the same duties in Newark. George 
B. Underwood, Jr., unassigned regional 
supervisor, has been assigned to Boston, 
where he has been attached temporarily. 














"In my opinion, 
the successful 
salesman allo- 
cates his thinking 
along four prin- 
cipal lines— 
knowledge, work, 
goal, professional 
attitude.” 


—David B. Fluegel- 
man, CLU 
Secretary, NALU 
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The following have been picked at ran- 
dom from several hundred letters sent to 
us, voluntarily, by agents studying the 
widely used R & R Tax & Business 
Insurance Course: 


Oklahoma City: “I have just completed 
the 9th lesson and already have sold 
$144,000 on the strength of knowledge 
gained from this Course. The Course has 
rejuvenated my insurance ability. It is 
one of the grandest things that ever hap- 
pened to me.” 


San Francisco: “This Course has changed 
my whole outlook and has certainly in- 
creased my income. This is my 11th year 
in the business and I look back on the 
first ten as a total loss. This Course has 
helped me cut down on night work—the 
main gripe in the insurance field. I used 
to write everything at night. But not 
any more. This Course is tops.” 


From Dallas: “TI have been selling life 
insurance for 16 years, but the doors have 
just been opened to me in the insurance 
field since I have been studying the R&R 
Tax & Business Insurance Course.” 


MANY STUDY GROUPS HAVE 
BEEN FORMED TO BEGIN THE 
R & R TAX & BUSINESS INSUR- 
ANCE COURSE IN SEPTEMBER. 
HOWEVER, WE CAN STILL AC- 
CEPT A FEW ADDITIONAL EN- 
ROLLEES. WRITE TODAY FOR 
DETAILS COVERING INDIVIDUAL 
OR GROUP STUDY. 


THE INSURANCE 
IEW SERVICE 


DIANAPOLIS 





Better Interest Earnings 
Unlikely to Bring Boosts 
in Settlement Guarantees 


Despite improved interest earnings, 
there appears to be no likelihood of in- 
creases in the guaranteed interest rate 
on settlement options. It is common for 
a campany to guarantee 244% and pay 
3% interest, but it seems unlikely that 
any company will, in the foreseeable fu- 
ture, increase its interest guarantee. 
Most companies pay excess interest, but 
do not want to be placed in the position 
of increasing the amount of the guar- 
antee. 

Company officials with whom this has 
been discussed recently say that they 
expect some improvement in excess in- 
terest earnings and that because of this 
it seems probable that a majority of 
companies will continue to pay interest 
rates above the guaranteed figure. They 
look upon this as a safer and more con- 
servative practice than increasing the 
interest rate which they are obliged to 
pay as a contractual provision. 





Give Program for Huber 
Estate Planners’ Forum 


Laurence J. Ackerman, dean of the 
college of business administration at 
University of Connecticut, will be a lec- 
turer at the annual all-day estate plan- 
ners forum of the Solomon Huber Agen- 
cy of Mutual Benefit Life in New York 
City Oct. 29. Mr. Ackerman will dis- 
cuss problems in valuation before the 
assembled group of attorneys, account- 
ants and trust men at the Hotel Com- 
modore and will serve as toastmaster 
at the dinner. 

Mr. Ackerman will deal with formulas 
employed by the commissioner of in- 
ternal revenue and by business men in 
arriving at the value of an interest in 
a business for estate tax purposes. 

Albert Mannheimer, New York tax 
lawyer, and P. Philip Lacovara, associ- 
ate editor of Trusts and Estates, will 
share the platform. Lead-off man will 
be Mr. Huber, whose topic will be 
“Frank Merriwell’s Wife Runs the Busi- 
ness.” Edwin H. White of R&R will fol- 
low with a discussion of the impact of 
local law on business purchase agree- 
ments. 

The panel of discussion experts in- 
cludes Professor William C. Warren of 
Columbia University Law School; Ber- 
nard B. Speisman, editor Tax Barom- 
eter; Milton Young, David Stock and 
Henry Cassorte Smith, tax lawyers 
widely known as authors and lecturers, 
and John Magovern, counsel of Mutual 
Benefit Life. 


Controllers to Confer 


Ralph Kennon, comptroller of North- 
west National Life, will preside at a 
special session of controllers of life 
companies to be held in connection with 
the annual meeting of Controllers In- 
stitute at the Waldorf-Astoria, New 
York, Sept. 30-Oct. 3. 








San Diego cashiers saw a telephone 
film at an indoor picnic. The association 
will sponsor three Life Office Manage- 
ment Assn. courses beginning next 
January. 


McDonald to K. C. Life 


Kansas City Life 
has appointed John 
M. McDonald as 
general agent in 
southeastern Ne- 
braska, with head- 
quarters in Lincoln. 
He has been for 
five years an agent 
of Bankers Life of 
Iowa at Lincoln 
and before that 
sales manager for 
a coal company in 





Illinois. He attend- 
ed University of J. M. McDonald 
Nebraska. 


EXPERIENCE IS GOOD 


More Issuing 
$10 Per $1,000 
Disability Cover 


Within the past few years several lif 
companies have resumed the writing 9 
monthly income disability on the bas; 
of $10 a thousand. Because of unfayo,. 
able experience some years ago, som 
companies had either discontinue 
writing monthly disability or had re 
duced to a basis of $5 a month pe 
$1,000. Others instituted a six months 
waiting period. 

Such companies as have made a study 
of their experience over the last fix 
years have found that the premium ; 
adequate, especially with the first sj 
months’ 
such coverage can be offered very much 
more widely. In fact, in recent years 
this has become something of a com. 
petitive point. Most companies no longe 
have the same fear of monthly incom 
disability that they did a decade ag 
and so, based on what has been occur. 
ing in recent years, it seems probabk 
that more companies will resume th 
writing of monthly income disability o 
this basis of $10 per $1,000, principally 
gua the results have been so favor. 
able. 








Pearson in Own Building 


The Pearson agency of Northwestern 
Mutual at Kansas City has moved intoa 
newly erected building of its own a 
21 West 43rd street. The new building 
is convenient to public transportation 
and there is a large parking lot for cl 
ents and representatives. 





William H. Briggs, regional insurance 
officer for the veterans administration, 
will address the Fort Worth manager 
on Sept. 10 at luncheon. 








What they SAY 
Concerning PAY 


“Tothe victor belongs the spoils.” 
—WM. L. MARCY, 1832 


“The man who pulls the plow 
Gets the plunder.” 
_—HUEY P. LONG, 1934 


“To him who sells the Policy 

Goes ALL the gravy.” é 

—J. DeWITT MILLS, 1950 

Good producers in small and med- 
ium size cities are making more 
money than ever before, by rec- 
eiving a BIGGER SHARE of the 
premium under our new & unusual 


DIRECT CONTRACT 


a complete line of 
elife «Hospitalization 
eSickness, «Accident 


~ Opportunities in Indiana, lowa, - 
Kentucky, Missouri and Ohio. 
Write to me. 





(Your reply is held in 
confidence) 


J. DeWITT MILLS 
Superintendent of Agents 





812 Olive St. — Arcade Bldg. St. Louis 1, Mo. 


disability excluded and _ tha} 
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PARADOX 
Companies Show 
Lower Net Costs 
Despite Inflation 


There are many who have been pre- 
dicting, particularly since the outbreak 
of the Korean war, that the cost of life 
insurance would have to increase. They 
have pointed out that the price of 
everything purchased by the average 
man has risen from 10 to 20% in a 
little more than a year and that life 
insurance could not continue to run 
counter to the general trend. Increases 
in premium rates and decreases in div- 
jdends have been prophesied. 

Whenever this contention has been 
made, there have been very few who 
have been disposed to argue against it. 
Why should life insurance be an ex- 
ception? With the cost of everything 
entering into the conduct of a life in- 
surance company increased and con- 
tinuing to rise would not the public 
simply have to pay more per thousand 
for life insurance? Speakers at a num- 
ber of insurance conventions have asked 
these questions and the life insurance 
business has appeared to be resigned 
to the inevitability of an increase in the 
cost of its product. 

As a matter of actual record, com- 
panies have not increased their pre- 
mium rates. Dividends have not been 
decreased or even held at fixed levels. 
Instead, for the past three years, com- 
panies have shown a tendency to in- 
crease dividends. It is true that the 
increases in dividends have not been 
large or particularly impressive, but 
nevertheless they have been increases 
and to many the dividend action taken 
by life insurance companies has been 
surprising and almost wholly unan- 
ticipated. 


Contingency Funds Released 


Many have asked why in the face of 
rising operating costs have the com- 
panies been able to liberalize their 
dividend scales? Those who have made 
some study of it say that it comes in 
many cases as a result of the release 
or taking down of contingency funds. A 
number of years ago, life companies 
were inclined to set aside special funds 
because of anticipated low interest rates 
and higher mortality. It develops now 
that the experience has not been so 
unfavorable as anticipated. The sea- 
soned actuaries of most companies take 
the position that such funds should be 
used for the benefit of all policyholders 
and this can be best accomplished by 
~ ial liberalization of the dividend 
scale, 


Whole Experience Picture Brighter 


Apparently companies generally feel 
that this can be done with safety. A 
number of years ago, companies were 
issuing policies on a 314% interest as- 
sumption which, in most cases, has be- 
come 21%4%. As one actuary remarked, 
“The whole experience picture has 
become very much brighter. Most of us 
have been unable to forget the troubles 
and difficulties and even critical situa- 
tions that confronted us in the 1930s. As 
I'see it, this made us all ultra-conserva- 
tive, at any rate very cautious in our 
Procedures. It turns out that we need 
not have been quite so cagey as we 
were, and so what is happening is that 
Most of us are gradually loosening up a 
little bit here and there as such action 
seems to be justified. It is only a 
coincidence that all of this is happening 
+ a time when most of our expenses 
are rising and I grant you that it has 
produced something of a paradoxical 
situation.” 





To Appeal Negro’s Rejection 
MILWAUKEE— An appeal to the 
Visconsin supreme court will be taken 
from the Dane county circuit court 

decision at Madison upholding denial 

of state fund life insurance to James 





Rancher, Milwaukee Negro. \ 

Judge Sachtjen held that the Wiscon- 
sin department in a case brought by 
‘Rancher had not based the refusal on 
prejudice or hostility to Negroes, but 
“solely because of their higher mortality 
rate.” Rancher charged the department 
had refused to insure him as a stand- 
ard risk because of racial discrimina- 
tion. A $1,000 policy was involved. The 
1911 state law classes Negroes as sub- 
standard risks and Commissioner Lange, 
under whose direction the state life fund 
is operated, followed accepted prac- 
tices, the court held. 


people ... or products. 


Every letter typed on an IBM Electric makes a 
perfect impression, has the distinctive personality which 


assures a friendly reception. 


Turning out first-class work is simple with an IBM 


Appearance is just as important in letters as it is in 


Mortality for First Half of 
1951 Up Only Slightly 


Despite deaths from enemy action in 
Korea and a widespread respiratory out- 
break early in the year, mortality among 
the industrial policyholders of Metro- 
politan Life was only slightly higher 
for the first half of 1951 than the all-time 
record low of the like period of last 
year, the company’s statisticians re- 
port. The June, 1951, death rate was the 
lowest ever recorded for that month. 


Due to the respiratory outbreak, mor- 


Electric. It is so easy to use . . . so responsive to your 
lightest touch . . . so saving of your time and energy. 


Clectiic Typewriters 





INTERNATIONAL BUSINESS MACHINES CORPORATION 


tality from pneumonia and influenza 
was up more than 10%. However, the 
combined death rate from these diseases 
was only 24 per 100,000 policyholders, 
which, except for last year, was the 
lowest on record. 

Motor vehicle accident fatalities were 
down somewhat to 14 per 100,000 this 
year from 14.4 in the first half of 1950. 
This decline was more than offset by 
increases in the death rate from occu- 
pational accidents and from “other” 
accidents, with which many of the acci- 
dental deaths of men in service are 
included. 





IBM, Dept. NL-2 
590 Madison Ave., New York 22, N. Y. 


CO 


Name 


Please send descriptive folder on the 
IBM Electric Typewriter. 
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Plans for L.LA.M.A. 


Annual Meeting at 
Chicago Announced 


Plans for the Life Insurance Agency 
Management Assn. annual meeting are 
being completed by the annual meeting 
committee. Grant L. Hill, vice-presi- 
dent and director of agencies of North- 


western Mutual, is chairman. 
The meeting will open Monday, Nov. 
12 at Edgewater Beach Hotel, Chicago, 
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Nov. Presiding 
Anderson, president 
and vice-president of 


and run through ae 
will be Olsen E. 
of the association 


John Hancock. 


A few committee meetings will be 
held Sunday afternoon, but most of 
them will be on Monday and Tuesday. 


Also scheduled Monday is a luncheon 
for the directors and committee chair- 
men, and a reception that evening for 
representatives of member companies 
elected during the last year. A meeting 
of Canadian companies thas been set 
for Tuesday morning. 

General sessions will get under way 
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J's Gite Mine 


Agent. 
limit to where a man can go.” 


ignore. 
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---“bought and paid for after 10 years with Capitol Life. 


“Ten years ago | started out with Capitol Life—their only 


agent in a middle-sized Wyoming city. Today I’m a General 
if. 


“Sure, it took lots of hard work. But I’ve got something to 
sell—a portfolio that can’t be beat—including accident and sick- 
ness. The way things are booming here in the West, there’s no 


To qualified Field Underwriters and Agency Managers 
now residing in the 13 western states, our agency expansion 
program offers opportunities no ambitious man can afford to 
Write us for complete details 
THOMAS F. DALY, II 


Vice President and Director of Agencies 


She GAPITOL LIFE 


INSURANCE COMPANY 


CLARENCE J. DALY, President 


HOME OFFICE, DENVER 











WOULD YOU LIKE TO LIVE IN MIAMI? 


Owner of multi-million dollar life agency representing 
major company desires to return to personal sales 
field and will negotiate with highly experienced 
agency manager or supervisor with satisfactory 
record of recruiting and training. Must be under age 
45. Starting salary $7,500 annually with bonus. . . 
opportunity to earn $15,000 soon. 


Box G-75, The National Underwriter 
175 W. Jackson Blvd., Chicago 4, Ill. 








Tuesday afternoon, preceded by a 
luncheon. General sessions are also 
scheduled for all day Wednesday and 
Thursday morning. A_ reception for 


all members and guests will be given 
Tuesday evening. 

Following their successful initiation 
last year, two trainers’ conferences are 
planned for Thursday afternoon and 
Friday morning. They will be in charge 
of the education and training commit- 
tee headed by Raymond C. Johnson, 
agency vice-president of New York Life. 

The smali companies dinner is sched- 
uled for Tuesday evening and the com- 
bination companies dinner Wednesday 
evening. 





Perfect Plans for New 
York Huebner Banquet 


Plans have been completed by the 
Insurance Society of New York and the 
New York C.L.U. for a dinner in New 
York City Sept. 28 honoring Dr. Solo- 
mon S. Huebner, founder of American 
College of Life Underwriters and pro- 
fessor of insurance at University of 
Pennsylvania. Dr. Huebner will retire 
next June after a long career as a life 
insurance educator. Special effort is be- 
ing made nationwide to enroll the larg- 
est entering class American College has 
ever registered. This Huebner class 
will be presented to the educator at the 
meeting, which is to be held in the bar 
association auditorium. 

In charge of the meeting will be Julian 
Myrick, chairman of American College. 
Speaker will be Thomas I. Parkinson, 
president of Equitable Society. The 
presidents and other officers of many 
of the life companies will be on hand, 
as will C.L.U. designation holders and 
students and many other life insurance 
people. 





E. Cravens, vice-president of 
Capital National Bank, Austin, Tex., 
has been elected a director and member 
of the executive committee of Western 
Reserve Life. 


P. 








Convention Dates 





Sept. 10-12, International Claim Assn. 
annual meeting, Monmouth hotel, Spring 
Lake, 

Sept. 16- 19, American Bar Assn. insur- 
ance section, Hotel Roosevelt, New York 


City. 

Sept. 17-21, National Assn. of Life 
Underwriters, annual meeting, Biltmore 
hotel, Los Angeles. 

Sept. 24-26, Life Office Management 
Assn., annual conference, Edgewater 


Beach hotel, Chicago. 
Sept. 24-27, National Fraternal Con- 
gress, annual, Morrison hotel, Chicago. 
Sept. 24-29, Assn. of Canadian Super- 
intendents of Insurance, Royal Alexandra 
hotel, Winnipeg. 


Sept. 26-28, Society of Actuaries, Royal 
York hotel, Toronto. 

Oct. 9-12, American Life Convention, 
annual meeting, including annual meet- 
ings of the Legal, Financial, Agency, 
and Combination Companies Sections, 
Royal York hotel, Toronto. 

Oct. 18-19, Zone 5 mocting of N.A.I.C., 
Skirvin hotel, Oklahoma City. 

Oct. 22-24, Zone 4 meeting of N.A.LC., 
St. Paul hotel, St. Paul, Minn. 


Oct. 29-31, Life Insurance Advertisers 
Assn., Inn and Lodge, Williamsburg, Va. 

Oct. 29-31, Bureau of A. & H. Under- 
prt! = *Homestead, Hot Springs, Va. 

Nov. 1-3, Mid-West Management Con- 
ference, French Lick, Ind. 

Nov. 8-10, Institute of Home Office Un- 
derwriters, annual meeting, Edgewater 
Beach hotel, Chicago. 

Nov. 12-16, L.I.A.M.A. annual meeting, 
Edgewater Beach hotel, Chicago. 

Dec. 2-6, National Assn. of Insurance 
Commissioners, Hotel Commodore, New 


York City. 

Dec. 11-12, Life Insurance Assn, of 
America, annual meeting, Waldorf- 
Astoria hotel, New York City. 

Dec. 13, Institute of Life Insurance, 
annual meeting, Waldorf-Astoria hotel, 
New York City. 953 


March 17-19, opel companies spring 
conference of I1.A.M.A., Edgewater 
Beach Hotel, Caen 

May 26-28. H. & A. Underwriters Con- 
ference annual, Cosmopolitan hotel, Den- 
ver. 


Tuchbreiter Directs 
NAIC Anuual Plans 


‘Roy Tuchbreiter, president of the 
Continental companies of Chicago, ha 
accepted the post of general chairma 
of the industry committee to plan the 
annual meeting of National Assn, of 
Insurance Commissioners next summer 
in Chicago. He will be assisted by Nej 
C. Russell, manager of the Interinsyr. 
ance Exchange of Chicago Motor Club, 
who will be co-chairman. They wil 
proceed to draw up the general commit. 
tees and working committees of the ip. 
dustry for the affair in cooperation with 
the host commissioner, Director Day 
of Illinois. Z 


Advanced Wis. Seminar 


The advanced seminar sponsored by 
Wisconsin Assn. of Life Underwriters 
at the University of Wisconsin drey 
45 agents to Madison this year. Severd 
speakers emphasized the growing recog. 
nition that estate planning teams shoul 
bring together the specialized knoy. 
ledge of attorneys, trust officers and 
life agents. 





Returns to Ohio Farm Bureau 


COLUMBUS—Edward F. Wagner, 
Columbus district director of the Office 
of Price Stabilization, has resigned to 
return to his position as community re 
lations director for the Ohio Farm Bu. 
reau companies. The Farm Bureau has 
been critical of government price con. 
trols. 


INSURANCE 


COMPANIES 


Bought and Sold 





We have CASH buyers for: 


Accident and Health stock com- 
pany, large or small, with more 
A & H than Hosp. & Med. Will 
consider life company having 
small volume of life and large 
volume of A & H. Any location. 








Participating stock casualty com- 
pany writing all automobile 
lines, workmen’s compensation 
and general liability. Domicile 
state unimportant but company 
must be licensed in New York. 





Stock life company in Tex, 
Okla., La., or Ark., with assets 
of $2,000,000.00 or more. Also a 
similar company with 5 to 10 
million of business in force. 





Texas stock auto casualty com- 
pany. 









Give us complete information 
about your company. 






All negotiations personal and 
confidential. 


a] 
BRINSOR |. 
of sociales 
BRokers of INSurance ORganizations 
Ross J. Ream 
1102 Waldheim Building 
Kansas City 6£, Missouri 
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Society of C.L.U. | 
Nominates Spero 
for Top Office 


Carl M. Spero, independent, New 
York City, has been nominated for 
president of American Society of C.L.U. 
Mr. Spero will succeed Howard H. 
Cammack, general agent of John Han- 
cock, Albany, N. Y. He is a former 
resident of the Albany chapter, and 
co-founder of the New York chapter 
compendium on company practices. He 
was national 1st vice-president, 1950-51. 

Other nominees are: James W. Smith- 
er, Jr. general agent Union Central 
Life. New Orleans, 1st vice-president; 
Gerald W. Page, general agent Provi- 
dent Mutual, Los Angeles, 2nd_vice- 
president; Frederick W. Floyd, manager 
Life of Virginia, Philadelphia, and for- 
mer executive secretary, treasurer; W. 
Frank Cooper, Southwestern Life, Fort 
Worth, secretary. : ; 

Regional vice-presidents, appointed 
after three year term as director are: 
Robert W. Wilkens, manager Pruden- 
tial, Hartford, New England, New York, 
New Jersey; Frank C. Wigginton, man- 
ager Bankers of Iowa, Pittsburgh, mid- 
dle eastern; Foster A. Vineyard, general 
agent Aetna, Little Rock, southern; 
Walter C. Mayer, Mutual Benefit, Mil- 
waukee, middle western; Hugh W. 
Davy, manager Home Life, San Fran- 
cisco, western. 

Regional directors of New England, 
New York, New Jersey district are 
Ernest H. Perkins, general agent Provi- 
dent Mutual, Albany, and Harry 
Krueger, general agent Northwestern 
Mutual, New_York City. Middle west- 
ern: Harry R. Schultz, Mutual Life, 
Chicago, and Fitzhugh Traylor, man- 
ager Equitable Society, Indianapolis. 
Western: George N. Quigley, Jr., man- 
ager Manufacturers Life, Los Angeles, 
and William G. Preston, manager 
Northwestern National Life, Great Falls, 
Mont. Southern: Arthur D. Reed, 
Northwestern Mutual, Nashville, and 
Loren D. Stark, independent, Houston. 


Women’s Institute Held at 
Purdue: 25 Complete Course 


Twenty-five women agents from 19 
companies and 15 states and Canada 
have completed the first women’s insti- 
tute of life insurance marketing at 
Purdue. The faculty consisted of Robert 
R, Girk, tax attorney of Indianapolis; 
Elsie Doyle, Union Central, Cincinnati; 
and the regular staff of the Purdue 
course. This charter class was co-spon- 
sored by the Women’s Quarter Million 
Dollar Round Table and Purdue, and 
will be an annual affair. 

The women’s institute is not designed 
to replace or duplicate training pro- 
grams, the C.L.U. or L.U.T.C. move- 
ments. It is merely a unique method 
of condensing into two weeks a series 
of sales ideas and methods which ex- 
perience has proven are conducive to in- 
creased production. Subjects included 
good property, organizing an _ office, 
prospecting methods, sales: techniques 
it the interview, package sales, social 
security, the discount system in program 
sdling, objections and closing, man- 
aging one’s business, business insurance, 
federal gft and estate taxes, use of life 
imsurance in estate planning, and sales 
ideas of proven producers. 





































Hevises War Risk Rules 


befits will not be considered: Those 





futy in the armed forces; those who 
pitemplate joining the armed forces. 





Equitable Life of Iowa has announced 
"at all policies issued to applicants in 
Me following classes will contain a war 
aise and disability or accidental death 


m active duty in the armed forces; 
military and naval academy students; 
lege and university students enrolled 
senior year of R.O.A.C. or other 
liltary training programs; those who 
been alerted or called for active 


amounts (reduced by any insurance 
without war restrictions in force in this 
company) for members of the reserves 
and national guard not alerted or called 
to active duty; certain classes of physi- 
cians, dentists and veterinarians; male 
applicants over insurance age 14 who 
have not attained their 17th birthday; 
male applicants not included in the pre- 
ceding paragraph who have attained 
their 17th birthday but have not attained 
their 26th birthday. 


L.LA. Dates Changed 


Dates for the annual meeting of Life 
Insurance Assn. of America at the 
Waldorf-Astoria hotel, New York City, 
have been changed from Dec. 12-13 to 
Dec. 11-12. The change was made to 
avoid conflicting with the annual meet- 
ing of the Institute of Life Insurance 
at the same hotel Dec. 13. 








Security Benefit Revisions 


Security Benefit Life of Kansas has 
made some significant changes in its 
underwriting practices and has added a 
number of new policy forms. 

The maximum age at which insurance 
will be issued has been increased to 
70 nearest birthday. Insurance without 
medical examination can now be written 


Whose Tomorrow 


for amounts up to $10,000 at ages 0-40 
and up to $6,000 at 41-45. 

Term to age 60 and term to age 65 
plans previously offered as riders to 
basic policies may now be written as 


-separate policies. Ten payment life, 20- 


year term and a series of decreasing 
term policies designed for mortgage pro- 
tection have also been added. 





West Coast Develops a 
Payor-Husband Waiver 


West Coast Life is now issuing an 
adult payor agreement which provides 
for waiver of premiums on insurance 
issued to a married woman in the event 
of death or disability of the husband. 
Premiums are waived to but not beyond 
the wife’s age of 65. Only the husband 
and wife combination is considered and 
the payor must be five years younger 
to 10 years older than the insured. The 
insurance is for the entire premium- 
paying period, but not beyond the in- 
sured’s age 65. The disability benefit 
terminates on the policy anniversary 
nearest the payor’s 55th birthday. 





Charles D. Spencer & Associates of 
Chicago has published a book entitled 
“Business As Usual—or Yours Today, 
°?” Tt is written by 


Harold O. Love, Detroit attorney. It 
contains a chart of the comparative 
cost of paying for a business out of 
earnings and corporate purchase of 
decendent’s stock. 





Western Reserve Ups Capital 


Western Reserve Life is increasing 
its capital by $100,000. The stock will 
be sold first to stockholders, then to 
agency managers and agents who have 
filed a request for it. The remainder, 
if any, will be sold to the public. The 
surplus is also to be increased by $100,- 
000. This will bring the capital and 
surplus to approximately $1 million. 





U. S. Chamber Meeting Oct. 4 


WASHINGTON—The U. S. Cham- 
ber of Commerce insurance committee 
has been called to meet here Oct. 4. 
Insurance Department Manager A. L. 
Kirkpatcrick, just back from a long 
vacation, will get to work on an agenda 
for the meeting. 





Bernard M. Eiber, general agent of 
Mutual Trust Life at Brooklyn, will 
conduct an evening course the week of 
Sept. 10 to prepare brokers for the 
Sept. 18 life agents’ examination, 





college, 


help meet tuition fees. 


HOME OFFICE 
NEWARK, N. J. 





e $100 a month, September through May, 
for her living expenses while she’s in 


e $150 each September and February to 


Prudential Security Plans Sell Because They Serve 


Carol Anderson started college at the age of one. Her dad, William Anderson, a Missouri 
doctor, has guaranteed her education with a Prudential plan that will pay— 








Frank Wilton, The Prudential man who sold this plan, says, “Dr. Anderson liked it so well 
that we arranged a similar one for his other daughter. I find that when a man meets all the 
other responsibilities of planning a good future for his family, he’s usually anxious to make sure 
that his children will have a good educational start in life too.” 


The above facts are based on an actual case 
but of course true identities are not given. 


THE PRUDENTIAL INSURANCE COMPANY OF AMERICA 


A mutual life insurance company 


WESTERN HOME OFFICE 
LOS ANGELES, CALIF. 


CANADIAN HEAD OFFICE 
TORONTO, ONT. 
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Policy Loan Control and Inflation 


Talk in the financial press of the need 
for a life insurance move to cut down 
on policy loans and to amortize out- 
standing loans as a credit restraint 
project offhand doesn’t seem to be based 
either on the practical aspects of policy- 
holder human nature nor quite possible 
in view of the structure of life insurance 
contracts. 

In any event there is no reason for 
financial writers to point a finger at 
company policy loan practice as jnfla- 
tionary. No business is more interested 
in fighting inflation than is life insur- 
ance. Only a life insurance man who 
has sold a policy knows how tragic it is 
to have the ultimate proceeds worth far 
less than had been anticipated. 

Although various figures have been 
bandied about, there hasn’t been any 
significant increase in the percentage of 
assets held in the form of policy loans 
since the latest round of inflation 
started. In fact the percentage hasn’t 
been as low since some time in 1896. 
The amount of loans outstanding is 
about $200 million higher than it was a 
year ago, about $2.4 billion, instead of 
$2.2 billion. But we think this in- 
crease, which is in any event not un- 
usual in view of the growth of the 
business, if anything, is a result, not 
a cause, of inflation. One of the by- 
products of inflation has been borrowing 
on policies, but this is generally a last 
resort. More effect could be produced 
by putting more effort into the over- 
all inflation control programs that have 
been discussed but not adopted. 

Outsiders forget that companies can 
not refuse a policy loan. They are bound 
by contract to lend the loan value. 
There are no ifs, ands or buts about it. 
The money belongs to the policyholder. 
He has a right to it just as the person 
with a checking account can write a 
check when he wants to. 

Banks can exert anti-inflationary pres- 


sure and do have influence in this con- 
nection when they receive a request to 
make a loan with a life policy as col- 
lateral. They can screen the loan, and, 
if it is inflationary, turn it down. But a 
life company legally can’t even question 
the policyholder’s reasons for the loan. 

Some banks are turning down these 
loans which may be why increased at- 
tention is being paid to loans being 
made directly by companies. The ulti- 
mate effect of credit controls is that 
when people can’t borrow someone 
else’s money they turn to their own re- 
sources. But unless bank deposits and 
checking accounts are frozen there is no 
reasonable method by which policy loans 
could be. Though a loan moratorium 
has been permitted, it is constitution- 
ally doubtful that a man’s property 
could be kept from him under current 
conditions. 

Everyone would like to see policy- 
holders amortizing their loans. Mutual 
Life recently conducted an experiment 
along this line but the policyholders 
didn’t take to it. Other companies have 
voluntary plans for paying back loans 
on the installment plan. These, per- 
haps, can be dusted off and given in- 
creased importance in discussions of 
policy loans with policyholders. 

Perhaps some such method can be 
devised which will help out in the great 
battle against inflation. But the ap- 
proach ought not to involve any dis- 
ruption of contract rights and in no 
event should companies be blamed for 
the inflation that results when someone 
takes down his own money. Let’s find 
out what makes him borrow and then 
get at the source of the trouble. 

There is one pleasant note in the cur- 
rent discussion. At last we are hearing 
some good words spoken about the in- 
terest rate on policy loans. Since it is 
higher than banks usually ask, the rate 
of itself discourages borrowing. 


The Insidious Percentage Snick 


There is a little game going on in 
this country that consists of taking the 
number 100 and slicing it up with scis- 
sors until it is all gone. The 100 stands 
for all the money you personally take 
in each year, and the snicks consist of 
the money that is subtracted from us 
by various people for various purposes, 
the merit of which it is not always easy 
to recognize. 

If you will run a check on the game 
as it is being played with you, you may 


discover that you are actually operating 
on a minus, something we have long 
suspected in our own case. In other 
words, when the politicians add a small 
percentage to the taxes or the bureau 
of labor statistics reports a 10-point 
rise in the cost of food, they don’t con- 
sult with the customer to see if he has 
anything left of the 100%. (Incidentally, 
each of us gets the 100 to start with, 
free.) 

When the move to slice off a little 


more of the average citizen is in the 
consultation stage, the final decision to 
scissor must often be made with the 
comment that this is only 2% and who 
can object to that, it is so small. But, 
brother, others have been there before 
you. What is needed is an umpire who 
can say: Wait a minute, this fellow has 
already been struck out, quit throwing 
bean balls at him. 

Take a look for yourself. (You can 
adjust the figures to accord with your 
particular suffering.) 

You pay 20% in federal income taxes. 
Add another 2.5% for city sales tax, 
real estate tax (paid whether you rent 
or own), personal property taxes. Add 
on 1.5% for social security. This 
may or may not apply to your whole 
income. We hope it doesn’t. But there 
is enough left over from the items im- 
mediately above to fill the gaps. If you 
have a state sales tax, put in your own 
percentage snick for this one. 

Getting out of the tax field, where 
there is so little respect or sympathy 
accorded the individual or his income, 
here is the budget. This is the category 
of snicks you permit voluntarily if 
grudgingly — that is, if you want to 
eat, and sleep out of the rain. 

The average accorded by budget ex- 
perts to housing, owned or rented, is 
25%. In some areas if you spent so 
little you would sleep in the park. An- 
other big chunk goes for food (other- 
wise how could you continue to be an 
integer of 100%?). This is put down at 
28%, but unfortunately 28% of your 
salary this year will buy a gastronom- 
ically noticeable smaller amount of vita- 


mins than it bought a year ago. Say 
30%, minimum. 

Then there are such minor items q 
doctor, dentist, medical, medicines, ete, 
which will snick 2%, according t 
budget authorities; laundry, dry cleap. 
ing, repairs, and so on, ditto 2%. ]y 
the matter of clothing, 2% will get yo 
about 1% suits and a pair of shoes, 
year. If you have to clothe your wife 
add another 2% and throw one snick jp 
for the kids (it will be more than that) 
—total, 5%. 

Of course, you are supposed to spenj 
4% on recreation — entertainment, yz 
cation, and the like. There are sti 
some people who give 3 to 5% for chari. 
ties and their church (say 4%), ani 
10% should be the minimum spent 
life insurance and savings. This leaves; 
lot of miscellaneous items, some 4 
which are of real consequence. An ap. 
tomobile comes at 5 to 10% today, if th 
very necessary item of insurance is ip 
cluded; 10%, say, with gasoline, oil an( 
repairs. And there are the premiums fo; 
good, sound protection of the home, it 
contents and coverage of family li. 
bility, with other miscellany, 1%. 

You passed 100%, which is all yoy 
had to start with, some time back an( 
now are operating 17 points in the red 
This places you in a class with the fed- 
eral government. 

There is no advice we can give. [i 
there were, we would use it ourselves 
But we do wish people who take money 
away from other people would slow 
down. Leave the scissors alone fora 
while, we need them to snick ourselves 
to 100. 








PERSONAL SIDE OF THE BUSINESS 





Jesse W. Randall, president of Trav- 
elers, is chairman of the Connecticut 
Council of Churches special finance 
committee which this week began a 
drive for $10,000 for operating expenses 
and expanded projects. 

Theo. P. Beasley, president of Re- 
public National Life, has been named as 
chairman of the Dallas drive in the 
American Relief for Korea campaign 
directed by Douglas Fairbanks, Jr. 
T. E. Braniff, president of Braniff In- 
ternational Airways, who is also promi- 
nent in the fire and casualty insurance 
field at Oklahoma City, is co-chairman. 

Paul Mountcastle, president of Life 
& Casualty, who has commuted between 
Knoxville and Nashville since he be- 
came president, has purchased a $60,000 
estate on Hillsboro 'Road at Nashville. 

Dwight Mead, general agent for Pa- 
cific Mutual at Seattle, has given the 
insurance library of University of Wash- 
ington proceedings of National Assn. 
of Life Underwriters conventions dating 
from 1904. 

Herbert P. Lindsley, Occidental of 
California general agent at Wichita, has 
been named a member of the Wichita 


board of education. He is immediate 
past president of Wichita Assn. of Lif 
Underwriters. 


Mr. and Mrs. Alexander F. Gillis 0! 
Newark have just celebrated their 4is 
wedding anniversary. Mr. Gillis is ger- 
eral agent of Provident Mutual and re 
cently observed his 21st anniversary it 
that capacity. 


Jno. Ashley Jones, New York Litt 
agent at Atlanta will be 80 years olf 
Aug. 27, and, because his career is and 
has been such an inspiration for al 
life insurance men, he is being honoret 
on that day by his company and ass0- 
ciates. Advertisements will appear it 
the local papers telling the public o 
the celebration of his 56th year with 
the company, inviting his friends t 
drop in and see him. 

Mr. Jones, perenially a leading ageti 
of the company, last year topped o 
his accomplishments by making the 
Million Dollar Round Table. This yea 
his production has been at an evel 
greater pace. He has long been active 
in Atlanta civic charitable and religious 
activities, as well as a leader in k 
state and national agents’ associations 
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He has been an instructor in life insur- 
ance at the University of Georgia. 

Joseph M. McCarthy, life editor of 
the Spectator, and Miss Alice K. Can- 
apary of Brooklyn will be married 
Sept. 8. 

Mrs. Charles E. Becker, wife of the 
president of Franklin Life, is conva- 
lescing at home with a fractured ankle. 
She will be incapacitated for another 
six weeks. The accident occurred as 
she was alighting from her car at her 
home in Springfield, Ill. 


OBSERVATIONS 


Reluctance to Retire 


A survey of 3,000 male policyholders 
by Northwestern National Life shows 
that most men are not looking forward 
to a life of complete ease when they 
retire. Instead they aim to either con- 
tinue on with their jobs or to shift 
into some lighter occupation, satisfied 
with a modest supplementary retire- 
ment income which would enable them 
to be fairly independent. Despite social 
security requirements and the expand- 
ing business pressure for retirement at 
65, only 24% of the Northwestern Na- 
tional policyholders surveyed wanted a 
life of ease at retirement, 39% wanted 











/ to be financially able to cut working 


hours or shift into a lighter occupation 
and 37% wished to keep right on work- 
ing at the job and to fall back on retire- 
ment income only when forced to. 

The life of Riley appeals mainly to 
younger men, some 28% of those under 
40 saying they would like complete 
freedom from work when they reach 
retirement. 

Northwestern National evaluates the 
report as an indication that instead of 
the usual rigidity, flexibility is a vital 
need in the retirement income program 
of the average man, so that income pay- 
ments can be turned on earlier if needed 
or can be postponed, while the fund con- 
tinues to build up, as long as the man 
is able and has the desire to keep on 
at a gainful occupation. 





Employes Turn to Selling 


The number of non-sales employes 
in insurance offices supplementing their 
incomes in off-duty hours by selling 
insurance seems to be on the increase. 
One state insurance department official, 
who suspects this to be the case, attrib- 
utes the trend to inflation. Where an 
insurance company or agency can’t in- 


crease salaries enough to match the 
higher costs of living, the employes 
turn rather naturally toward selling 


insurance. Some bosses are advising 
insurance workers to try selling as a 
supplement to their incomes. 

There are employes in life insurance 
offices selling life insurance and gen- 
eral insurance coverages also. In a few 
instances, the part-time salesmen have 
discovered that selling is their forte 
and have resigned their jobs to go into 







Fine Business Stationery 
is Watermarked 


Fox River 


lay | 
“Say it" on Fox River cotton-fiber paper, and it 
will always be there! Cotton-fiber assures per- 
manence for policies, special settlements, office 
forms, all vital correspondence. Hardest file- 
handling hardly shows. Stays white for years 
+. «has that currency-feel that makes an impres- 
sion of stability. Ask your printer for bond, 
onion skin, or ledger samples . . . . or write 
FOX RIVER PAPER CORP., Appleton, Wisconsin. 
Makers of fine papers since 1883. 
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full-time selling. Others are conduct- 
ing an experiment which may lead to 
their becoming salesmen, but most of 
the part-time sellers are not primarily 
interested in selling careers but in 
the extra money which their sales afford 
them. 

A time-honored source of sales re- 
cruits for the insurance business has 
always been non-sales employes. Per- 
sons who work for insurance companies, 
no matter in what capacity, are usually 
respected by their relatives, friends and 
neighbors as knowing a great deal about 
insurance and they have no trouble mak- 
ing at least a few sales. 





More Underselling Evidence 


The U. S. Department of Labor is 
now telling us what we knew already 
that the full sales potential of today’s 
life insurance market has not been fully 
realized despite the large gains in the 
last decade. A department study com- 
pares the present period with 1941, find- 
ing that in that year life insurance pre- 
miums totaled $3,100,000,000. The de- 
partment comments, “If today’s families 
are to protect their present standard 
of living in the same degree their yearly 
premium output must reach $7,900,000,- 
000, the same degree their yearly pre- 
mium output must reach $7,900,000,000, 
2% times greater than 1941's. Last year, 
however, Americans paid only $7,100,- 
000,000 in premiums and this year’s 
projected figure will still be undersized 
at $7,500,000,000.”’ 


~ DEATHS 


JAMES M. PEEBLES, 61, vice-pres- 
ident and general counsel for National 
Life & Accident, 
died following a 
lengthy illness. He 
was a partner in 
the law firm of 
Tyne, Peebles, 
Henry & Tyne and 
a director of Na- 
tional L. & A. A 
graduate of Cum- 
berland and Van- 
derbilt universities, 
he started with Na- 
tional Life in 1915, 














becoming solicitor 

: pine es 

in 1935, associate J. M. Peebles 
counsel and_ then 


general counsel in 1936, and vice-presi- 
dent and general counsel in 1950. 


DR. HOMER R. GETTLE, 71, pres- 
ident of Brotherhood Mutual Life of 
Fort Wayne, Ind., died in that city. He 
was head of the Gettle Optical Co. and 
president of the Protestant Voice Pub- 
lishing Co., both of Fort Wayne. 

KENNETH A. KIRBY, 56, general 
agent of Pilot Life at Raleigh, N. C., 
died of a heart. attack. He was a 
veteran of both world wars. 


Two agents attending their final ses- 
sion of the Purdue marketing course 
were involved in an automobile accident 
Aug. 14 near Lafayette, Ind. JOSEPH 
A. SECKLER, Chicago agent of 
Provident Mutual, died of injuries the 
next day. The driver, Morris Sum- 
ney, Equitable of Iowa, Kalamazoo, 
Mich., was hospitalized. He is expected 
to recover. 


DR. WALTER G. HILTNER, med- 
ical director of Northern Life, died at 
Seattle. He received his M.D. from 
Harvard and was a medical missionary 
in China for 14 years, returning to the 
U. S. in 1925. 

LAWRENCE WILCOX, 48, actu- 
ary of Farm Bureau Life, died unex- 
pectedly at Columbus, O. He was for- 
merly actuary of the Kansas depart- 
ment. 


R. VERNON BOND, 49, for eight 
years manager at Akron, O., of Equi- 
table Life of Iowa, died at Massachu- 
setts Memorial Hospital at Boston, 
where he had been undergoing treat- 
ment. A graduate of Oberlin College, 


he had been with Equitable since 1935, 
starting at Elyria, O. He was made 
manager at Akron in 1943. 


MICHAEL J. BOIVIN, manager Philan- 
thropic Mutual at West Philadelphia, 


died. He had been with the company 27 
years. 

OSCAR ANDERSON, father of New 
England Mutual’s president, O. Kelley 
Anderson, died at Des Moines after a 
long illness. 
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“YOU'LL EXCUSE 


ME FOR TALKING SHOP, 


BuT HERE'S THE FIRST OF YoUR MONTHLY 
RETIREMENT INSURANCE CHECKS.” 
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Chairman of the Board 





INSURANCE COMPANY ; 
211 W. Wacker Drive 
CHICAGO 


All forms of 
LIFE—INCLUDING GROUP—A & H 
Expanding . . . Agency Opportunities 
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WILBUR M. JOHNSON 
President 














art 











Miatwuctrll 
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complete personal protection plans ARE valuable—more 
valuable; in the policy owner’s property box and in the 
agent’s commission account. One reason—they include 
ACCIDENT & SICKNESS DISABILITY INCOME. 


LIFE INSURANCE COMPANY 


HOME OFFICE—LOS ANGELES, CALIF. 
Doing business only through General Agencies 
located in 40 states and the District of Columbia 
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~ LIFE SALES MEETINGS 





Phoenix Mutual to 
Hold Centenary 
Meeting at Banff 


Phoenix Mutual will hold its 100th 
anniversary convention at Banff, Alberta, 
Aug. 26-29, with about 600 in attendance. 
This is its first national meeting since 
1946. 

High point of the meeting will be 
the 100th birthday observance the eve- 
ning of Aug. 28, which will feature a 
candle-lighting ceremony and the cut- 
ting of the 100th birthday cake. Speak- 
ers will be Holgar J. Johnson, president 
of Institute of Life Insurance, and 
Benjamin L. Holland, Phoenix Mutual's 
president. 


Program features include a ‘sales 
method” panel with four of the com- 
pany’s million dollar producers as par- 
ticipants and a series of talks on the 
various phases of business life insur- 
ance. A _ special breakfast meeting is 
scheduled for the company’s 35 C.L.U.s 
to honor the seven field men who will 
receive their C.L.U. designations this 
year. 

One evening will be set aside to give 
field men and women an opportunity to 
“talk shop” with members of the home 
office staff. The meeting room will be 
set up in a series of booths, each identi- 
fied with the name of the department 
and the names of the home office staff 
members in attendance. 

D. Gordon Hunter, vice-president and 
agency manager, is general chairman. 
Other committee members are: Her- 
bert C. Skiff, 2nd vice-president; Clifford 
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GRIFFENHAGEN & ASSOGIATES 


EST. t9it 


CONSULTANTS IN MANAGEMENT 





40th Anniversary—1951 


Available for professional counsel and active assistance to the man- 
agements of progressive enterprises engaged in large office opera- 
tions. The firm assists by devising and installing improvements 
in organization, clerical procedures, and personnel administration. 


NEW YORK e CHICAGO e 
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WASHINGTON e BOSTON 
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L. Morse, director of agencies; Maurice 
R. Perry and Irving E. Partridge, Jr., 
agency secretaries; C. Russell Noyes, 
advertising manager; Reuel S. Kaighn, 
sales promotion manager; Kenneth P. 
Dowd, sales training manager; Thomas 
S. Morse, personal plans consultant; 
Richard N. Boulton, sales promotion 
supervisor, and Robert M. MacGregor, 
advertising supervisor. 

O'tther home office people on the pro- 
gram are John R. Larus, Howard Good- 
win, Lyndes B. Stone, George W. Che- 
ney, and Dwight N. Clark, vice-presi- 
dents; Dr. Robert A. Goodell, medical 
director; Hugh S. Campbell, counsel; 
Carl J. Sandberg, assistant secretary, 
and Dr. Llewellyn Hall, assistant med- 
ical director. 


New England Mutual 
Fetes Top Agents 


More than 700 leading New England 
Mutual agents and their families will 
gather at Jasper Park lodge in the 
Canadian ‘Rockies for the company’s 
convention Sept. 9-15. Eastern dele- 
gates will occupy the lodge for the first 
three days, western delegates will be 
on hand the last three days. The pro- 
gram will include reports by George 
Willard Smith, chairman, O. Kelley 
Anderson, president, and panel discus- 
sions by field men and home office rep- 
resentatives. 








Lutheran Mutual Convention 


A group of about 200 field represen- 
tatives of Lutheran Mutual Life at- 
tended a convention at the Drake Hotel, 
Chicago, this week. Men from about 18 
states were on hand. A business session, 
educational meetings and a banquet were 
included in the three-day convention. 

A group of agency managers and su- 
pervisors met with home office officials 
Wednesday. The directors of the com- 
pany will also hold their quarterly 
meeting Friday. 


Sets ‘52 Top Star Rally 


Tahoe Tavern, Lake Tahoe, Cal., has 
been chosen by Pacific Mutual as the 
site for a Top-Stars’ conference Aug. 
24-27, 1952. 


ACCIDENT 


Jones Resigns as 
Secretary of A. & H. 
Agents Group 


Wesley J. A. Jones has resigned as 
executive secretary of International 
Assn. of A. & H. Underwriters effective 
Aug. 31. He has agreed to serve in an 
advisory capacity until the semi-annual 
executive board meeting of the associa- 
tion at Chicago Sept. 21. His future 
plans have not been announced. 

Mr. Jones joined the association in 
1948, and the following year was named 
executive secretary succeeding O. J. 
Breidenbaugh. He graduated from 
Carleton college and after service in the 
navy during the war he attended the 
Purdue University A. & H. sales course. 


A. & H. Agents in Michigan 
Must Take Examination 


LANSING, MICH. — Applicants for 
licenses to write A. & H. or hospitaliza- 
tion insurance in Michigan will be sub- 
jected to written examinations after 
Oct. 1, it is annouced by Commissioner 
Navarre. 

Exceptions will be made for agents 
already licensed for these lines or those 
licensed at any time in the last five 
years. All first-time applicants and those 
not coming under this exception will be 
required to take the tests. 

An applicant, upon having his applica- 

















tion processed by the department, wij 
be issued a license which will be auto. 
matically canceled at the termination 9 
130 days unless the applicant passes , 
written examination given by the de 
partment during the first 120 days of th 
probationary period. It is planned ty 
hold examinations once a month. 
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James H. Eteson, comptroller of Stat. 
Mutual Life, has been named chairmy 
of the committee on education of fh 
Comptrollers Institute of America. 


WEST COAST 
OPPORTUNITIES 


FRESNO, CALIF. 
Population: 90,618 
Gain 49% — 10 years 
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smart looking business district Butler Ur 
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WANT ADS 


Rates $12 per inch per insertion—linch min: 
mum. Limit—40 words per inch. Deadline Tues 
day noon in Chicago office — 175 W. Jacksoa 
8ivd. Individuals placing ads are requested te 
make payment in advance. 


THE NATIONAL UNDERWRITER 
Life Insurance Edition 


MANAGER 
LIFE INSURANCE 
COMPANY 


An Old Line Legal Reserve Life 
Insurance Company in the west is 
seeking a qualified person to act as 
General Manager. Must have ex 
ecutive experience. Reply in strict 
est confidence to Box G-64, The 
National Underwriter, 175 W. Jack 
son Blvd., Chicago 4, Illinois. 
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Opportunity 


A life insurance company domiciled in 
the South has an opening in its Grou 
Department for a man experienced wi 
Group Life and Group A & H. Home 
Office connection which requires ability 
both in the field and the Home Office 
desired. Group annuity experience desit- 
able but not required. The company is a 
leader in its territory. In applying give 
age, details of experience and pertinent 
data. Address G-69, THE NATIONAL Greeley G. | 
UNDERWRITER, 175 W. Jackson Blvd ed to gen 
Chicago 4, Illinois. 0, for Mona 
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Midwestern company needs a man qualified to 
underwrite Accident and Health and Life in- 
surance preferably but Accident and Hea 

primarily and to assume departmental respon- 
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the de Kloter Named Mass. Mutual 
S of t 

ned . General Agent at Hartford 
Winfred A. Kloter has been appointed 
—==I seneral agent of Massachusetts Mutual 
of St . at Hartford. He 
hai . succeeds Kenneth 
of W. Perry, who 
* has become. di- 


rector of agencies 
at the home office. 

Mr. Kloter en- 
tered insurance in 
1928 and joined 
Massachusetts Mu- 
tual in 1936 as 
cashier at Hartford. 
He was appointed 
supervisor there in 
1938 and assistant 
general agent in 
1946. He has an 
excellent personal production record. He 
became a C.L.U. in 1945. 





w. A. Kloter 








































Butler Union Central 
Manager at Rochester 


Jewett B. Butler has been appointed 
manager of Union Central at Rochester, 
N. Y. He graduat- 
ed from Univers- 
ity of Rochester, 
F received , his _ 
ter’s degree from 
the Albany State 
Teachers College, 
and studied toward 
his doctorate at 
Harvard and Uni- 
versity of Wiscon- 
sin, 

He was for nine 
years a high school 
teacher and after 
army service en- 
tered selling work 
with Bausch & Lomb Optical Co. 

Mr. Butler has represented Phoenix 
Mutual at Rochester and in 1950 led 
his agency in first-year premiums. 








Pr. 3 


J. B. Butler 





Gallo to New Haven 


Vincent G. Gallo has been appointed 
manager of Prudential’s New Haven No. 
1 district office. A veteran of 19 years 
with Prudential, he has been associated 
with the company’s training program for 
field personnel since 1948. 

He joined Prudential in 1932 as an 
agent at Schenectady, N. Y. He served 
as staff manager there and at Chicago 
before going to the home office as field 
training consultant. 


Petrie Named at Buffalo 


Columbian National has appointed 
Carlton D. Petrie general agent at 
Buffalo. He succeeds Joseph B. Ru- 
woldt, who will devote full time to per- 
sonal production. 

Mr. Petrie entered life insurance in 





148 he has been assistant manager of 
its Philadelphia agency. 








hn Obert E. Hale Texas supervisor at 
office Dallas, attached to the Pacific Coast 
desir department. He was formerly assistant 
is a (Pua@ager at Chicago. 

give 

inent ashek to Columbus 


‘ :Greeley G. Miklashek has been pro- 
Blvd wed to general agent at Columbus, 
\, for Monarch Life. 





; is Named General Agent 


ine 
jeatth |} B. C. Lillis, Jr., has been named 
spon- 1Reneral agent at Vallejo, Cal., by Lin- 
onal (f2" National. He has represented the 
icago |PUlpany there for five years, since 1949 
district agent, and has established 
M outstanding production record. He 


is both a life and qualifying member of 
the Million Dollar Round Table. More 
than $4 million of Lincoln National in- 
surance which he has sold personally is 
now in force in his community. 


Brown Tiffin General Agent 


Ohio State Life has established a gen- 
eral agency at Tiffin, O., with Vernon S. 
Brown as general agent. For eight years 
Mr. Brown has been with the Marion 
agency. He has qualified for the Lead- 
ing Producers Club every year since he 
joined the company and for several 
years led the field force in production. 
He is a member of the Million Dollar 
‘Round Table. 








George W. Farr has been appointed 
group representative at Los Angeles of 
Bankers Life of Iowa. He has been in 
insurance since 1937 and since 1939 has 
been assistant manager and group su- 
eo for Metropolitan at Vancouver, 





N. V. Farmer, assistant manager of 
Metropolitan Life at Paris, Ky., has been 
transferred to Lake City, Fla. He has 
been with the company 21 years at 
Paris, Frankfort, Owenton, and Wil- 
liamstown. 


Ill. Bankers Extra Stock 
Is Now Distributed 


Stockholders of Illinois Bankers Life 
who subscribed for a block of shares of 
stock of that company that were not 
taken by stockholders in the exercise 
of rights, have now received their allot- 
ment under this over-subscription plan. 
Regardless of the number of shares sub- 
scribed for in this part of the program, 
the stockholders were alloted 4/10 of 
a share for each held, including those 
held on June 5, 1951, and the shares 
purchased with rights. The allotment 
under the first part of the program was 
also 4/10 of a share per each held on 
June 5. : 


Plan for Distribution 


There was a total of 89,777 shares in 
all to be distributed. These were shares 
that had not been claimed by those who 
had policies in the old Illinois Bankers 
Life, the assessment association, in 1929, 
who under a court order were given 
most of the stock that had been owned 
by a small group of individuals in the 
present Illinois Bankers Life, the stock 
company. The policyholders entitled to 
the 89,777 shares could not be located 
and hence the stock has been sold at 


$5 per share and those missing policy- 
holders now have a claim to money 
rather than’ to stock. 

Subscriptions for a total of 42,109.4 
shares were received under the initial 
agreement to purchase this block and 
the remaining 47,567.6 shares were sub- 
stantially over-subscribed by sharehold- 
ers having a total of 142,180.4 shares. 
This pro rated at .33455868 per share 
and according to Nellis P. Parkinson, 
the custodian, the holder of a large num- 
ber of shares, agreed to waive part of 
his rights so that the pro rating may 
be made on the basis of 4/10 of a share. 
Presumably the interests making this 
concession are those identified with 
Central Standard Life of Chicago, who 
now have control of the company. It is 
taken for granted that a merger of the 
two institutions would be accomplished 
in due course. 





Report on Sterling 


Sterling of Chicago at Dec. 31, 1950, 
had assets of $7,057,773, capital $947,380 
and net surplus $3,429,307 according 
to the report of an examination con- 
ducted by Illinois, West Virginia, Mis- 
souri, New Mexico and Arizona. Prin- 
cipal officers are Louis A. Breskin, 
president; John H. Lumley, executive 
vice-president and secretary; G. E. 
Holmquist, vice-president, and J. A. 
McCullagh, treasurer. There is $175,000 
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business life insurance on Mr. Breskin 
and $100,000 on Mr. Lumley. 

There are 750 agents. 

Life insurance in force was $41,737,- 
930, A. & H. premiums earned were 
$3,674,843, losses incurred $1,378,490, 
ratio 37.5. The ratio of loss adjustment 
expenses incurred to premiums earned 
was 4.5, underwriting expenses incurred 
to premiums earned 57.8 and percent of 
loss adjustment expense incurred to 
losses incurred 12. 





Examining Group Named 


Appointed to the 1951-52 examining 
committee of policyholders of North- 
western Mutual Life are Grover M. 
Hermann, chairman of American- 
Marrieta Co., Chicago; L. J. Burlin- 
game, Milwaukee attorney; F. D. Grave, 
chairman of the First National Bank & 
Trust Co., New Haven; Sheldon Cole- 


man, president of Coleman Co., Wichita, 
and H. M. Benstead, vice-president and 
secretary of Western Printing & Litho- 
graphing Co., Racine, Wis. 


Old Line Half Year Report 


New paid life business of Old Line 
Life, Milwaukee, for the first six months 
totaled $7,493,000, bringing total in force 
to $142,659,000. Assets increased $986,- 
000 to a new high of $42,786,200, and ex- 
ceeded policy reserves and other li- 
abilities by $3,367,000. 


ASSOCIATIONS 


Cold Canvass Specialist 
Tells How It Works 


Boyd Chafin, Waco, Tex., district 
manager for Amicable Life, reviewed 
his experiences in cold canvassing for 
Austin (Tex.) Assn. of Life Under- 
writers. He said the life salesman soon 
exhausts his prospects among friends. 

One time when he found himself 
without prospects after having been a 
consistent member of the company 
App-A-Week Club, he picked up the 
paper and read the list of births. He 
*phoned a new father and asked if he 
might call. The result was the sale of 
an educational endowment policy for 
$1,700 and a later sale for $22,000 and 
then $10,000 to the buyer’s father. 

This, Mr. Chafin said, showed him 
that he had his work laid out in calling 
where there were babies, but he did 











International Fidelity Expands 


International Fidelity of Dallas has 
purchased City National Life of Hous- 
ton. Consolidation increases the insur- 
ance in force of International Fidelity 
to $38 million. City National has as- 
sets of $905,387 and surplus to policy- 
holders of $275,634. 





THE NORTHERN LIFE INSURANCE COMPANY 


not stop at that. He passed a new busi- 
ness building and called on the owner, 
who had a mortgage on the building. 
The result was a sale of $20,000 mort- 
gage protection. He also sold his pros- 
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LIFE 





Provides its Underwriters — 


@ Generous First-year Commissions 

@ Full Renewals to the 15th Year 

@ Group Life-Accident-Health Protection 
@ A Life Income Pension Plan 


@ Prize-winning Sales Helps 


@ A FULL Sales Kit, Including Life, Accident, Health, 
Hospitalization, Group Life, Group A & H, Salary 


Managerial Openings in Newly-opened Midwestern Territory. Write 
Direct to Home Office; L. J. Myklebust, 940 Des Moines Bidg., Des 
Moines, lowa. 


NORTHERN LIFE 
INSURANCE COMPANY 


D. M. MORGAN, President 
Home Office: Northern Life Tower 
Seattle, Washington 


ACCIDENT 
Issued together at a substantial saving, 


pect a family protection policy. 

When Mr. Chafin called on the owner 
of a lumber yard he found the man had 
only $7,000. He asked his prospect 
why he did not have more and was told 
that no life insurance man had ever 
given hin a reason why he should buy, 
although they had tried to sell him poli- 
cies. He sold this man a policy for 
$39,130. 

Again, he noticed new trucks at a 
place of business and went in to meet 
the manager. This man, Mr. Chafin 
found, owed $200,000. He bought $85,- 
000. Then Mr. Chafin discussed with 
him the need for an income for his 
family and was told to return in the 
afternoon, when he sold a policy to pro- 
vide an income of $450 until the chil- 
dren finished school, and $250 after that. 


Texas 1952 Meeting Set 


President G. Archie Helland, general 
agent of Connecticut Mutual at San 
Antonio, announces that the annual 
meeting of Texas Assn. of Life Under- 
writers will be held at San Antonio 
June 26-28, 1952. 


POLICIES 


New Columbus Mutual Term 
Plans, Underwriting Changes 


Columbus Mutual Life has expanded 
its term coverages. 

Coincident with the release of a new 
rate book in July, 5, 10 and 15-year 
renewable and convertible term plans 
were issued. The same renewal and con- 
version features are embodied in all three 
plans, being convertible to any life or 
endowment plan for the same amount 
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or less. Prior to policy anniversary 
nearest to insured’s 60th birthday, no 





ties. 





UNUSUAL OPPORTUNITY FOR AN AGENCY 
ASSISTANT IN LARGE CHICAGO LIFE AGENCY 


One of America’s largest companies has opening for Agency 
Assistant in one of Chicago's agencies. 
paid adequate starting salary with unlimited income possibili- 
He will also have opportunity for personal production. 
This is an unusual chance for an outstanding young man who is 
ambitious to get into Agency work. This company has an excel- 
lent merchandising program, a definite method of selection and 
training, plus a salary plan. We are only interested in a man 
who has great capacity, willingness to work, and ambitious to 
become an Agency Manager. Promotion to managerial respon- 
sibility in this company has always come from our own organ- 
ization. In replying, give complete information — age, educa- 
tional background, production record, etc. Address G-84, The 
National Underwriter, 175 W. Jackson Blvd., Chicago 4, Illinois. 


evidence of insurability is required. Con- 
version at either attained age or orig- 
inal age is permitted. 

The plans are automatically renewable 
at the expiration of original or renewal 
period, without evidence of insurability, 
provided the insured’s attained age at 
the end of the new term does not exceed 
65 years. Premium waiver and accidental 
death benefits may be added, with the 
policy automatically converting to 20- 
pay life at insured’s 60th birthday if 
premiums are being waived. 

Disability income may now be added 
to all plans issued by the company, ex- 
cept term. The benefit provides for 
$10 per month income for each $1,000 
of insurance. 


Adopts “Results” War Clause 


West Coast Life has adopted the 
new “results” type war clause, excluding 
only war caused deaths occuring out- 
side the home area, which now includes 
Hawaii and Alaska, in addition to the 


Man selected will be 











=) 
United States and Canada. The toy 
and permanent disability benefit ‘a 
also been revised, excluding only wa, 
caused disabilities and no longer » 
quiring termination upon entry into the 
armed forces. The war clause is op} 
being included in policies issued 4| 
those in the armed forces or where call | 
to active duty is imminent. 
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CALIFORNIA 


COATES, HERFURTH & 
ENGLAND 
CONSULTING ACTUARIES 
San Francisce Los Angeles 








ILLINOIS 


CARL A. TIFFANY & CO, 


CONSULTING ACTUARIES 
211 West Wacker Drive 
CHICAGO 6 
Telephone FRanklin 2-233 
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Harry S. Tressel & Associates 


Certified Public Accountants 
and Actuaries 
10 S. La Salle St., Chicago 3, Illinels 
Telephone FRanklin 2-462 


8. Tressel, M.A.1.A. 
A Wa. H. Gillette, 0.P.A, 
w. PK 


a 

M. Welfman, F.8. 

WN. A. Moscovitch, A.8.A. ~ P 

W. M@. Barkhuff, C.P.A. Robert Murray 











INDIANA & NEBRASKA 








Haight, Davis & Haight, Inc. 
Consulting Actuaries 
ARTHUR M. HAIGHT, President 

Indianapolis — Omaha 


/ 





MICHIGAN 


ALVIN BORCHARDT 
Consulting Actuaries 
16 West Adams, Detroit 26, Michigan 
Phene CAdillac 9515 














NEW YORK 





Consulting Actuaries 
Auditors and Accountants 


Wolfe, Corcoranand Linder 
110 John Street New York, N. Y. 











PENNSYLVANIA 


FRANK M. SPEAKMAN 
CONSULTING ACTUARY 


ASSOCIATE 
E. P. Higgins 
PHILADELPHIA ", 








THE BOURSE 








VIRGINIA & GEORGIA _ 
BOWLES, ANDREWS & 








TOWNE 
Employee Benefit Plans 
RICHMOND ° ATLANTA 


Consulting Actuaries 

















August 24, 
= 


Clipp 
LIA. 


(CONT 
a 


At the enc 
in those < 
velopes sim 
filing. 

Biographica 

The biog! 
for biograp 
as a conve! 
of speeche: 
biographical 
tained. e 
graphical fi 
youchers in 

There is 
news. Eacl 
velope. 

The curre 
in the magé 
ment is filec 
drawers eac 
14 inches a 
95 inches ¢ 
legal sized 
each, One 
built into ez 
biographical 
rows of env 
right positic 
for subject 
used for the 
12 cabinets 
past 25 ye 
subject filec 
envelopes. 

The reserv 
aids the ass 
legislative, ec 
The clippin; 
not only fro 
mation that 
from them, | 
as a referenc 
rials. 


Maternal 
Now Phe 


The hazar 
birth for th 
American wo 
each year ha 
which would 
recently as 
to Metropolit 

This is ref 
maternal mo 
States from | 
1935— the Ic 
that time—tc 
10 per 10,000 
five per 10,00 
munities thre 

Progress i 
the statistici: 
hand in hanc 
proportion o! 
facilities and 


jin childbirth. 


births in the | 
hospital; by 


| to 87%. At t 


tion of wom 
dropped from 
“Advances 
developments 
istration, and 
standard of | 
making mot 
tisticlans com 
saved the liv 
mothers and 
About three 
United State: 
20's, a period | 


du,JNaternity 
| fates OF th 


20-24, each y 
has a baby. 

rapidly with a 
tight at ages 
0 at ages 40 


Ask Probe 


Oak Ridge 
Underwriters 
have petitions 








24, 195) August 24, 1951 





LIFE INSURANCE EDITION 





15 








—= 
he tot 


oft " Clipping Service of 
ige'”| LLA. Reviwed 
( 





CONTINUED FROM PAGE 3) 








here cal | At the end of the week the clippings 
| jn those. drawers are placed in en- 
| yelopes similar to those used for subject 


filing. 
. Biographical Files 
The biographical file is used not only 
for biographical data but also_ serves 
as a convenient place to keep clippings 
of speeches of those for whom the 
biographical material is being main- 
tained. The envelopes used in the bio- 
graphical file are of the type used for 
youchers in a bookkeeping department. 

There is also a file covering foreign 
news. Each country has its own en- 

velope. 
. "the current subject material handled 
Angele in the magazine and newspaper depart- 
———=|| ment is filed in six steel cabinets of five 
drawers each. The cabinets are about 
14 inches across, 40 inches high, and 
95 inches deep. There are also four 
legal sized cabinets of five drawers 
VU, each, One of these has two divisions 
§ built into each drawer. This is for the 

biographical material and allows two 
rows of envelopes to be filed in an up- 
right position. The transfer cabinets, 
for subject filing, are the same as are 
used for the current files and consist of 
12 cabinets covering material for the 
past 25 years. One drawer of the 
subject filed holds from 75 to 100 
envelopes. 

The reservoir of file material collected 
aids the association in its research in 
legislative, economic and statistical fields. 
The clippings are especially valuable, 
not only from the standpoint of infor- 
mation that can be obtained directly 
from them, but also because they serve 
as a reference to other sources of mate- 
rials. 


4 Maternal Mortality Rate 
Now Phenomenally Low 














at The hazards of pregnancy and child- 
birth for the more than 3% million 

, American women who enter motherhood 
———!| each year have been reduced to a level 
which would have seemed Utopian as 
recently as 16 years ago, according 
to Metropolitan Life statisticians. 

This is reflected in the decline of the 
maternal mortality rate in the United 
States from 58 per 10,000 live births in 
1935— the lowest ever recorded up to 
jigan that time—to a rate appreciably under 

10 per 10,000 nationally, and less than 
five per 10,000 live births in many com- 
——|| munities throughout the country. 

Progress in safeguarding maternity, 
the statisticians point out, has come 
hand in hand with the increase in the 
=—<——= proportion of women utilizing hospital 

facilities and the services of a physician 
aries} | in childbirth. In 1935 only 37% of the 
tants|| | births in the country were delivered in a 
fer 





hospital; by 1949 the figure had risen 
| to 87%. At the same time the propor- 
tion of women attended by a midwife 
1. ¥.11| dropped from nearly 13% to 5%. 
== “Advances in medical science, the 
(developments in public health admin- 
istration, and the rise in our general 
standard of living have contributed to 


making motherhood safer,” the sta- 

tisticians comment. “This progress has 

saved the lives of many thousands of 
HiA 








mothers and their infants.” 

About three-fifths of the births in the 
United States are to women in their 
20's, a period of life at which the hazards 

\umaternity are at a minimum, it is 
=f Of the married women at ages 
20-24, each year one out of every four 
Y has a baby. The proportion decreases 
== |'apidly with advance in age; it is one in 
tight at ages 30-34, and only one in 
0 at ages 40-44. 


7 Ask Probe of Accidents 


Oak Ridge (Tenn.) Assn. of Life 
Underwriters and other civic clubs there 
Ihave petitioned Gov. Browning to in- 








vestigate the possibility that a new type 
of surfacing of state highways, very 
slick when wet, is responsible for an 
increase in highway accidents. One of 
the incidents cited was the wreck of a 
car taking five life men back from a 
state meeting at Nashville in which 
Thomas G. Clynes, manager of John 
Hancock, driver of the car, was killed; 
Ronnie F. Millsaps, Beneficial Life, 
W._H. Hildreth, Protective Life, and 
C. Boyd Jones, New York Life, were 
severely injured and still are hospital- 
ized. Only David Gatlin, Beneficial, 
escaped without serious injury. The 
car skidded on the newly topped high- 
way into the path of a truck, 





HOWARD E. WRIGHT, 64, auditor 
of the Aetna Life companies died at 
Hartford. He joined the group in 1905. 
After a number of years as a travel- 
ing field auditor, he was appointed as- 
sistant auditor in 1919, being advanced 
to auditor of the four companies six 
years ago. He served in the navy dur- 
ing the first world war. 





Capitol Life has published rates on 
new 25 and 30 year endowment policies 
to be written in minimum amounts of 
$1,000. 
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FIFTY SHORT 


mist. 


YEARS 


“Fifty long years!” says the pessi- 


“Fifty short years!” — That’s the 


way it’s said by the optimists, the 


young in spirit. That’s the way we 


say it here. 


We are just finishing our first half 


century this year, . . all under our 


original management. 


We've done 


very well up to now, and we're 


headed for bigger things in the years 


The NATIONAL LIFE 
and ACCIDENT 


We CD 


INCORPORATED 
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Small Saving. Like 
Small Car, Gets 
Prospect There Too 


The bulletin of the Shay agency at 
Minneapolis of Bankers Life of Iowa 
carries a report of the following sales 
approach by Gene Flick of the agency. 

Mr. Flick had called his prospect to 
the telephone and had gotten a stall on 
the grounds that the prospect had just 
finished an expensive addition to his 
house. After listening to the prospect’s 
alibis Mr. Flick asked him: “Are you 
driving a 1951 Cadillac?” The prospect 
answered negatively and then the sales- 
man said to him, “W ell, you do drive an 
automobile don’t you?” 

The prospect replied, “Yes, I have a 
1947 Ford.” 

The agent closed in, “Of course, you 
would like to have a 1951 Cadillac, 
wouldn’t you? But since you cannot 
afford it, you are not going to go without 
transportation, are you?” 

The prospect countered, “Well, I have 
to have some kind of transportation, and 
my Ford gets me there.” 


Saving on a Ford Basis 

Mr. Flick replied, “Doesn’t the same 
thing apply to our product? You would 
like very much to save $500 or $1,000 a 
year, but at the moment you can’t do it, 
so you must save on a Ford basis. If 
you are waiting for the day to come 
when you will be able to start saving on 
a new Cadillac basis, it will never come. 


Doesn't it seem logical that you should 
start saving 50 cents a week, or a dolla 
or two a week, whatever you can? Just 
getting started on that saving plan is 
what is important. Now, when would 
it be convenient for us to get together?” 

There followed an appointment for 
the interview when Mr. Prospect got 
started on his saving plan with a $3,200 
life insurance policy. 


RECORDS 


Midland Mutual reports a gain of 31.5% 
in July paid-for business, and a gain of 
6% in the first seven months, which 
brings tthe total insurance in force to 
$220 million. 

Bankers Life of Iowa reports $116,- 
941,458 in new business paid for the 
first seven months, an increase of $8,- 
400,000 over 1950. Of the seven month 
figures, $76 million was in ordinary, $40 
million in group. Total sales for July 
totaled $16,653,856, of which $13,201,856 
was ordinary, and $3,452,000 was group 
Insurance in force reached $1,632,858, 722 
at the end of July. Ordinary insurance 
represented $1,290,289,563 of this total, 
and group accounted for $342,569,159. 
Insurance in force increased $73 ‘million. 

Midwestern United Life, Fort Wayne, 
Ind., in its third year ending Aug. 4, paid 
for life insurance totaling $15,938,176. 
This brought insurance in force as of 
that date to $31,777,145. All of this busi- 
ness was written and paid for in Indiana. 
The company was recently licensed in 
Michigan but has not yet started pro- 
duction in these states. 

















Manhattan Life has been licensed 
in Virginia. It is now entered in 16 
states, District of Columbia and Alaska. 








KEEPING 
UP WITH 
THE JONESES? 





You say the Joneses have everything? Sure they have. Mr. Jones is a successful 





His comp 


y offers every lush opportunity of the insur- 


ance world and more! Mr. Jones needn't worry about keeping up with anyone as 
long as he's an agent for Pacific National Life Assurance Co. Take a gander at 


what he has: 
1. Non-contributory retirement plan. 


3. A liberal agency contract—top commissions, 


2. Complete portfolio of policies. 
4. Substandard service. 


See why Mr. Jones is so far ahead? You can keep up with him by becoming a 
General Agent for one of America's fastest growing insurance companies—Pacific 


National Life Assurance Co. ... 
you can qualify. .. . For details write to: 






411 East South Temple 


RAY H. PETERSON 
President 


General Agency opportunities now available, if 


PACIFIC NATIONAL 
LIFE ASSURANCE COMPANY 


Salt Lake City, Utah 


KENNETH W. CRING 
Vice Pres. & Supt. of Agencies 





GLOBE LIFE INSURANCE COMPANY 
OF ILLINOIS 


DN acestoishix-W.Ne(-1slona GoyctncsYorrs 


COMPLETE LIFE INSURANCE 
COVERAGES — AGES 0-60 


For Particulars Write Home Office 


159 North Dearborn St., Chicago 1, Illinois 


WILLIAM J. ALEXANDER, PRESIDENT 





Provident Mutual's Last Two 
1951 Regionals Scheduled 


The last two of Provident Mutual's 
four regional meetings for 1951 will 
be held at the Sagamore, Lake George, 
N. Y., Sept. 4-7 and at the Edgewater 
Beach, Chicago, Sept. 12-15. President 
M. Albert Linton will address both 
gatherings on “Life Insurance in To- 
day’s Economy.” Talks on business in- 
surance will also be given at each 
regional—at Lake George by Charles 
Licbowitz and Clancy D. O’Connell, 
associate general agent, both of New 
York City; and at Chicago by Will H. 
Lausman, Louisville, and George E. 
Aiken, Davenport. Two assistant man- 
agers of agencies will preside over these 
sessions, John Wilver at Lake 
George, and William T. Moffly, Jr., 
Chicago. 

“Keeping on the Track” will be the 
subject considered at the second session. 
William A. Carrodus, agency secretary, 
will be chairman of this discussion at 
Lake George and have as his speakers 
Douglas C. Curtis, Hartford; William 
R. Brush, Boston, and Edward G. 
Zambelli, Allentown. At Chicago 
Frederick J. Kiefner, advertising and 
publications manager, will preside over 
a similar meeting and introduce as his 
speakers J. Stirling Richards, Chicago; 
Edwin F. Pierle, Cincinnati, and Ray T. 
Wright, Lawrence, Kan. 

Joe B. Long, manager of agencies, 
will conclude the second session at both 
places with his address, ‘Agents Come 
in Different Sizes.” 

C. Sumner Davis, director of agency 
department administration will preside 
over the final session at both regionals 
at which the speakers will outline their 
“Plans for This Year.” William H. Wel- 
ler, Syracuse; Stanley A. Davis, Albany, 
and Kermit F. Dow, Westfield, N. J., 
will address the Lake George group 
while Coleman Clark, Chicago; Clarence 
W. Markham, Detroit, and Hobert E. 
Brake, Jr., Sioux City, will be on the 
platform in Chicago. 

James H. Cowles, agency vice-presi- 
dent, will be wind-up speaker at both 
regionals. 

The first two of Provident Mutual’s 
1951 regional meetings were held at 
Ahwahnee, Yosemite National Park, 
June 4-7 and at the Homestead, Hot 
Springs, Va., July 10-13. 


NEWS BRIEFS 

Atilio Leon, who for 36 of his 38 years 
with Manufacture Life has been manager 
of its branch in Cuba, will retire Dec. 
31. He will continue to be active in an 
advisory capacity. His branch led the 
entire company in 11 years. In 1945 he 
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LIFE INSURANCE OWNERSHIP 
DOUBLED IN PAST 10 YEARS 













© $234 
BILLION 
$152 
BILLION 
$116 
BILLION 
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INSTITUTE OF LIFE INSURANCE 














was given the additional title of supe. 
visor for Latin America. 





The number of life insurance policig 
has increased by 18 million since 194 
and the average amount owned pe 
policyholder has risen nearly 60% in th! 
same period. 





William J. Bowe of Vanderbilt Un: 
versity, author of “Life Insurance an( 
Estate Tax Planning,” is publishing ; 
new book, “Income Tax Treatment o 
Life Insurance Proceeds.” 





The first basic marketing class 3 
Southern Methodist runs Sept. 3-Oct.é 
Another basic class runs Nov.12-Dec 
15. A senior class is held Oct. 8-Nov, 
10. 





Paul Mitzner, personnel director oj 
the State Farm companies, addressed 
the Marshall (Mich.) Rotary Club o 
the companies’ operations. They have 
their Michigan headquarters in a re 
cently constructed building at Marshall 
with Charles E. Beadles as resident 
manager. 


Michael J. Foley, who joined Pruden- 
tial six months after arriving from Ire 
land 39 years ago, is retiring after 20 
years as manager of the Albany’ N. Y, 
district office. He was honored at 2 
dinner there. 








_The Pittsburgh agency led all agen- 
cies of Ohio State Life in June produc: 
tion and ranks sixth for the year. 
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J NILE VALLEY 


LIFE INSURANCE CO. 
FOUNDED 2244 B.C. 





BENEFITS PAID 
SINCE ORGANIZATION 
200,000,000.00 PIASTERS 
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1 HOPE. OUR POLICYHOLDERS AREN'T 
ENOUGH TO FIGURE THAT THE pes ONLY 
AVERAGED 50,000 PIASTERS 


SMART 





A YEAR.” 
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Insurance Admitted 
in force Assets 
$397 ,726,990 $133,365,288 


? pe) 


ROYAL NEIGHBORS CHARTERED 1895 


OF AMERICA 


Supreme Office Rock Island, Illinois 
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Fidelity 
Scores 
High 
Where It 
Counts 
Most 


Our leading producers have 
again reminded us that Fidel- 
ity Life scores high in: 





V Training Program 

V Field Supervisory Assistance 
V Sales Aids 

V Home Office Cooperation 
V Claim Service 

V Incentive Plans 


FIDELITY LIFE 
ASSOCIATION 
Home Office - Fulton, Illinois 




















LEGAL reserve fraternal 

life insurance society for 
all Lutherans. Thirty-three years 
oid — $318,627,809.00 in force. 
Mortality experience 1950 
16.17%. Rate of assets to lia- 
bilities — 108.54%. 


* 


Our representatives’ new con- 
tract, with retirement program, 
has been enthusiastically _re- 
ceived by our field force. You, 
too, will be interested. 


* 


Address your letter of inquiry 
to 


THE SUPERINTENDENT OF 
AGENCIES 


LUTHERAN BROTHERHOOD 


LEGAL RESERVE LIFE INSURANCE FOR LUTHERAN 


Carl F. Granrud, President 





608 Second Ave. So., Minneapolis 2, Mi 








FieNATIONAL UNDERWRITER 


August 24, 195) 





—__ 





LEGAL RESERVE FRATERNALS 





Fraternal Actuaries, 
State Congresses 
Program Completed 


The program has been drawn up for 
the annual meeting of Fraternal Ac- 
tuarial Assn. on Sept. 25 at Chicago. 
Speakers and their subjects will be: 

“Refund Payment Procedure,” Ward 
J. Hartwell, assistant actuary of Mac- 
cabees; “State Supervision and_ the 
N. A. I. C. from the Viewpoint of the 
Fraternal Actuary,” John H. Powell, 
actuary and fraternal supervisor of Illi- 
nois insurance department; “Fackler 
Type Accumulation Formulae for True 
Monthly Reserves,” Franklin C. Stauf- 
fer, assistant actuary of Modern Wood- 
men; “Investment Outlook, 1951,” C. C. 
Jung, president Schudder, Stevens & 
Clark; “Integration of Pension Plan 
Benefits under Social Security Act 
Amendments of 1950,” William M. Hug- 
gins, consulting actuary. 

There will be a discussion of previous 
papers including: “An Agency Index 
for Evaluating New Business,” by 
Walter W. Steffen, assistant secretary 
Lincoln National; “Significance of Half- 
Century Decline in Population Mortal- 
ity,’ by Frank G. Dickinson, American 
Medical Assn., and “The Fraternal Code 
for the State of California,” by Arthur 
W. England, consulting actuary. 

The presidential report will be de- 
livered by Lyle H. Barnhart, Fidelity 
Life Assn. 


State Congresses Section 


At the meeting of the state congresses 
section of National Fraternal Congress, 
to be held the same day, greeting will 
be given by John P. Stock, Maccabees, 
president of N. F. C., with response by 
Carl Siebers, grand president Order of 
Sons of Hermann. The principal 
speaker at the morning session will be 
Robert E. Dineen, vice-president of 
Northwestern Mutual and former New 
York superintendent. 

The afternoon program will, include 
an address by Norton Williams, 
supreme president of Equitable Reserve; 
Fraternal Week greetings by Fred A. 
Johnson, supreme archon Royal League; 
election of officers and their installation 
by Alex O. Benz, president Aid Asso- 
ciation for Lutherans. 





Bohemian Assn. Elects 


Ladislav Tonar, Cudahy, was elected 
president of the Wisconsin division of 





PERTINENT STATISTICS 


oer eer eee eee eee eee eee eee 


eer Over $554,000,000 


Over $133,000,000 


BENEFITS PAID SINCE 1902..... Over $ 58,000,000 


AID ASSOCIATION FOR LUTHERANS 


Legal Reserve Fraternal Life Insurance 


Home Office: 


APPLETON, WISCONSIN 





Western Bohemian Fraternal Assn. at its 
50th anniversary convention at Mani- 
towoc. Anton Bartos, Milwaukee, 1s 
vice-president; Frank Dvorak, Ashland, 
secretary, and Charles Taticek, Mil- 
waukee, secretary. Ashland 
was chosen for the next convention 
Aug. 30-31, 1952. Delegates from 57 
Wisconsin lodges attended and heard 
talks by John Rompotl, president, M. L. 
Hromadka, secretary, and George 
Schultz, treasurer, all from headquart- 
ers at Cedar Rapids, Ia. 


assistant 





Polish Union of the U. S., Wilkes- 
Barre, Pa., has been licensed in Michi- 


COMPANY MEN 


Kirkpatrick Goes with 
Southern Life, Atlanta 


Southern Life of Atlanta has ap- 
pointed J. L. Kirkpatrick vice-president 
and actuary and a director. He has been 
actuary for Protective Life of Birming- 
ham for 12 years. 

Mr. Kirkpatrick was graduated from 
Drake University a Phi Beta Kappa 
and took an M.S. degree from Univer- 
sity of Iowa in 1932. He was in the 
actuarial department of Equitable Life 
of Iowa until 1939 when he joined Pro- 
tective Life. He is a C.L.U. and a fel- 
low of L.O.M.A. and Institute of Home 
Office Underwriters. 














Paskewitz Named as Group, 
Pension Head 


Frank Paskewitz, former manager of 
Group Health Mutual, St. Paul, has 
been named pension and group depart- 
ment manager for the Mutual Service 
companies of St. Paul. 

He will direct pension and group in- 
surance sales in a five-state area, includ- 
ing Minnesota, Wisconsin, North and 
South Dakota and Michigan. 

Mr. Paskewitz was graduated from 
Macalester College in 1925 and served 
as business manager of the school until 
1936. He attended the Harvard grad- 
uate school of business in 1928. He 
also acted as state legislative counsel 
for several regional organizations. 


J. W. Rader Takes New Post 


International Fidelity of Dallas has 
appointed J. Wil- 
liam Rader as di- 
rector of agencies. 
Mr. Rader has been 
vice-president and 
agency director of 
Profession- 
al of Jacksonville. 
He was manager of 
the A. & H. depart- 
ment of Reserve 
Loan Life of Dal- 
las in 1949 when 
that company was 
acquired by South- 
land Life. Prior to 
1947 he was a man- 








J. William Rader 
ager for Provident Life & Accident. 





Main Asst. Agency Director 


Robert E. Main has been advanced 
to assistant agency director of Jefferson 
National Life. He joined the company as 
field service director in 1948. He was 
formerly with the Lincoln National at 
Indianapolis. He is a graduate of Butler 
University, where he served as vice- 
president of the Insurance Society and 
was a veteran. 

Mr. Main will continue at the home 
office as head of the field training and 
sales promotion division. 





Edward P. Hamilton, president of 
Hamilton Manufacturing Co, Two 
Rivers, Wis., who is president of Wis- 
consin Manufacturers Assn., and 


In New Group Posts 


George W. Steinbach, who has bee 
named director of group sales of Mass. 
chusetts Mutual, has had 19 years of 
life insurance experience, most recently 








G. W. Steinbag 


Walter L. Grace 


at the home office of Metropolitan Lif 
Walter L. Grace, named group actuary 
has been with the company since 194 
and is a fellow in Society of Actuaries 


——____ 
——= 


William Frankfurth, president of Frank 
furth Hardware Co., Milwaukee, have 
been elected to fill wacancies created by 
deaths on the board of Old Line Life 


Two Asst. Medical Directors 


John Hancock has appointed Dr 
John S. Pearson and Dr. Raymond L,; 
Candage assistant medical directors, 

Dr, Pearson received his M.D. at Uni 
versity of Virginia. He served in the 
navy for four years becoming a ial 














tenant-commander. Recently he ha 
been practicing internal medicine at 
Huntington, W. Va., with emphasis on 
cardiology. 

Dr. Candage, also a war veteran, at- 
tended Tufts College medical school; 
and has taught there. Recently he has 
been resident in medicine at Malden 
Hospital. 





Named Asst. Vice-President 


Kenneth E. Van 
Riper has been ap- 
pointed an assist- 
ant vice-president 
in the investment 
department of New 
York Life. For 20 
years he has been 
in charge of com- 
mon stocks at R. 
W. Pressprich & 











Co. He will join 

New York Life 

Oct. 1. K. E. Van Riper 
Milton J. Shai, an agent of Metro- 


politan Life who lives in Greenwich, 
Conn., was struck on the head and 
robbed of $50 by two men as he entered 
an apartment hallway in New York 
City to call on a prospect. 


THE 
UNITY LIFE & ACCIDENT 
INSURANCE ASSOCIATION 


Insures 


The Whole Family 


Unity agents are equipped 
to serve every need for per-.'| 
sonal insurance. Juvenild 
policies our specialty. 














L. J. BAYLEY 


E. R. DEMING 
Secretary 


President 


HOME OFFICE — SYRACUSE, N. Y. 














August 17 


Status 
Agen’ 


(CON" 











taxes and 
complicate: 

Among | 
the contr: 
agent. Th 
missions 4a 
pensation 1 
by the cor 
written by 
some life i 
regardless 
ployed, ret 
minated, or 

Some co 
tions or ru 
an agent | 
paid him fo 
become se 
able to th 
independen 
on the ide 
was essent 


Service Fe 


One pha 
contracts 
sions plus | 
life insuran 
newal com: 
sation plan 
pensation, | 
regarded a: 
ices. 

The prac 
fees subjec 
would not | 
very large 
fee to exce 
annual earr 
have to ha 
ing busines 
than 10 yez 
service fees 
lent to $1 
old. This « 
year residt 
for business 
turities, exp 
it down. 


Prudentiz 
Dosh assis 
agency at 
with the cc 


The Wal 
rectors Lin 
and E. Joe 
company h 
ness since 
March. 











Ctors 


d Dr. 
ond L, 
ors, 

it Uni- 
in the 
a lieu. 
e has 
ine at 
Sis On 


an, at: 
school 
he has 
falden 


lent 





=e. 

















August 17, 1951 





LIFE INSURANCE EDITION 


19 











Status of Retired 
Agents Uncertain 


(CONTINUED FROM PAGE 1) 








taxes and benefits presents a_ highly 
complicated problem. 

Among other factors, it depnds upon 
the contract between company and 
agent. The ruling that renewal com- 
missions are in effect deferred com- 
pensation makes the OASI tax payable 
by the company employer on business 
written by it on and after Jan. 1, 1951, 
some life insurance representatives say, 
regardless of whether the agent is em- 
ployed, retired, or his services are ter- 
minated, or he had a contract. 

Some companies wanted the regula- 
tions or rulings on a basis so that after 
an agent left their employment, money 
paid him for renewal commissions would 
become self-employment income, tax- 
able to the agent as a_ self-employed 
independent contractor. That was based 
on the idea that the agent had what 
was essentially a service contract. 


Service Fee Problem 


One phase of the problem concerns 
contracts calling for renewal commis- 
sions plus a service fee. In such a case, 
life insurance representatives say, the re- 
newal commission part of the compen- 
sation plan is treated as deferred com- 
pensation, but the service fee would be 
regarded as payment for current serv- 
ices. 

The practical effect of having service 
fees subject to the “work clause” test 
would not be very great except on a few 
very large producers. For a 2% service 
fee to exceed the permitted maximum 
annual earnings of $600 an agent would 
have to have $30,000 of premium-pay- 
ing business in force which was more 
than 10 years old—the usual time when 
service fees start. This is roughly equiva- 
lent to $1 million of business 10 years 
old. This of course would be the 10- 
year residue of a much larger paid- 
for business after lapses, surrenders, ma- 
turities, expiries, and deaths had whittled 
it down. 





Prudential has appointed Lloyd A. 
Dosh assistant manager in the Eide 
agency at St. Paul. Mr. Dosh has been 
with the company at Rochester, Minn. 





The Wabash Life has elected as di- 
rectors Lindon A. Bailey, Indianapolis, 
and E. Joe Chambers, Fort Wayne. The 
company has added $1 million in busi- 
ness since operations were begun last 
March. 


Wide Divergence on Taking Service Men 


(CONTINUED FROM PAGE 1) 





cialize in such business to such an 
extent that the National Assn. of In- 
surance Commissioners is concerned 
lest they be gambling with their own 
solvency. 

There is no observable pattern as 
respects company size. The range from 
extreme liberality to a “no, thanks” 
attitude is to be found among the larg- 
est companies. The same contrast can 
be noted among medium sized and small 
companies. 

An agent of one of the largest com- 
panies who succeeded in getting the nec- 
essary list of names, circularized every 
person at a southern army post, inform- 
ing them that they could get $10,000 of 
life insurance without war clause. Sales 
were tremendous. 


Agents Have an “In” 
Much of the armed forces business is 


written by agents having an “in” with 
the commanding officer. Such an agent 
is often permitted to address a meeting 
of as many men as he can interest, 
perhaps 200 or more at a time. If he is 
a persuasive speaker the men line up 


almost as if the coverage were free. 
And actually the cost is not very oner- 
ous on a monthly allotment basis. 

It is understandable, of course, that 
a commanding officer would be willing 
to cooperate in facilitating the purchase 
of additional protection against the main 
hazard that his men will presumably 
be facing. 

Except for concern that has been ex- 
pressed about small companies writing 
little but military business, there is no 
question of solvency being impaired. 
The “conservatives” feel, though, that 
since the premium does not contain any 
provision for the extra war death ha- 
zard, they don’t want their own com- 
panies loading up with their business. 
They fear the effect on surplus and net 
cost, and in the case of stock companies, 
dividends to stockholders, should there 
be heavy mortality among the units in 
which business might be concentrated. 


Robert W. Woodruff, chairman of 
the executive committee of Coca-Cola 
Co., has been elected a director of 
Metropolitan Life. 
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MORE INTERVIEWS! 
MORE SALES! 


MORE 


FOR THE MODERN 


effects or in death. 
e@ Both at no extra cost 


agents. 


INCOME! 


WOODMEN AGENT 





When you sell Modern Woodmen insurance you offer THE POLIO PRO- 
TECTION PLUS at no extra cost. With the Polio Protection Plus, those 
insured by Modern Woodmen automatically receive: 

e Immediate payment of $250.00 when polio strikes : ae 

e Payment of an additional $250.00 if the attack results in crippling after- 


More interviews, more sales, more income can be expected when you offer the 
benefits of The Polio Protection Plan—a real door-opener for Modern Woodmen 


(Choice territory and attractive contracts for agents) 


-_ 
co ee me come ee cee ee ee eee ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee eee eee ee ee 


! MODERN WOODMEN OF AMERICA, Rock Island, Illinois 


Please furnish me complete information 


about 


Modern Woodmen’s Polio Protection Plus plan. 


ADDRESS ........-cecccccesccecccecs Veliedde cdsdeedisddeceserccvodescesiadesss 








Merit Citations Given to 
32 Life Companies’ Reports 


From the 5,000 corporation annual 
reports for 1950 rated in the annual 
survey conducted by Weston Smith of 
“Financial World,” 32 life companies 
have qualified for “highest merit” cita- 


tions: Atlantic Life, Bankers Life of 
Iowa, Connecticut General, Connecti- 
cut Mutual, Crown Life of Canada, 


Cuna Mutual, Fidelity Mutual, General 
American, Guardian Life, Guaranty 
Union, Great Southern, Jefferson 
Standard, Home Life, Lincoln National, 
Massachusetts Mutual, London Life, 
Metropolitan Life, Mutual Life, Na- 
tional Life, New England Mutual, New 
York Life, Northwestern Mutual, Pa- 
cific Mutual, Pan-American, Penn Mu- 
tual, Proenix Mutual, Provident Mu- 
tual, Prudential, Reliance Life, Sun Life 
of Canada. Teachers I. & A., and Union 
Labor Life. 

The stockholder reports of these com- 
panies have thus become candidates 
for the final judging, and one will be 
selected for a “best of industry” award 
and presented a bronze “Oscar of In- 
dustry” at a dinner at New York, Oct. 
29. A year ago New York Life won 
the trophy for the best report in this 
industrial classification. 





Life insurance owned in the U. S. at 
the start of 1951 was $234 billion. This 
is nearly $85 billion more than at the 
end of the last war. 


HINE GENERAL AGENCY. 
OPENINGS AVATLABI [ 


DETROIT * LANSING 
FLINT *© JACKSON 


FOR THE AGENCY MINDED 
LIFE UNDERWRITER 


QUALITY Company 


The Highest Rating . . Mutual 
Over Half Century Experience 
Over $320,000,000 Insurance 
Over $110,000,000 Assets 
Over $ 9,000,000 Surplus 
Full Level Premium Basis 
Sub Standard Underwriting 
Direct H.O. Prem. Collection 
Very Low Net Cost 


QUALITY Compensati on 


Highest for Life Underwriters 
Outstanding for General Agents 
Commissions well vested 
Liberal Retirement Pensions 


QUALITY Shaining 
Home Office Group Training... 
For the New Life Underwriter. 
For the New General Agent... 
Refreshers for Career Men 
Re-Training for General-Agents 


Very often possible... 

For the Ambitious Man 
Who wants to build 

A Quality General Agency 
With very few quality men 
Right in his own Territory 


=CENTRAL LIFE= 
—ASSURANCE COMPANY 
eee D2) MOINES, IOWA: -— 


a 1951 


7 ——A MUTUAL COMPANY ——— 


—_—— 
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EVERY AGENT SHOULD READ... 





| eee 
3% x8” gi 





STIMULATES BUSINESS 
INSURANCE SALES 
AS NEVER BEFORE 


ATTRACTS BIGGER — 
BETTER SALES 


...othe first FASY step into the 
GOLDEN FIELD OF BUSINESS INSURANCE 


The Contents: 
@ The Opportunity for the Agent 
@ The Problems of Business 
@ The Solution through Business Insurance 


A Story to Thrill Old and New Agents 


To read this booklet is to awaken to the 
golden opportunity in the field of business insur- 
ance. Each page sparkles with ideas that thrill 
old and new agents alike. 


Sole Proprietorship, Partnership, and Close 
Corporation Insurance is analyzed, evaluated, 
solved . . . concisely, interestingly . . . as only 
H. P. Gravengaard can. 


The amazing benefits of Key Man Insurance 
and a suggested Plan round out the fascinating 
story. This is the booklet all Home Office execu- 
tives, General Agents, and Managers have been 
seeking to enflame the interest and enthusiasm 
of their growing men in the booming field of 
Business Insurance. 


Business Insurance is Easy 


Business Insurance, as Mr. Gravengaard 
points out in this little booklet, is not one bit 
more complicated than personal insurance. The 
average life underwriter can handle business 
insurance without difficulty. 


Business Insurance Goes Beyond 
Big Business 


The record proves conclusively that business 
insurance concerns little business far more vitally 
than big business. Think of the possibilities for 
increased sales since 95% of all business in the 
United States is so-called ‘‘small business”. 





J. NATIONAL UNDERWRITER COMPANY 


420 EAST FOURTH STREET, CINCINNATI 2, OHIO 
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State Life Is on the March... 
With Production Gains Month 
by Month! 

Eight consecutive months now . . . the growing DESK TOP EQUIPMENT 


Field Force of The State Life of Indiana has scored 





° . . . i ici - MORRISET — the con- 
substantial production gains over the corresponding Quality, efficiency and years of depend MORRISET — the con. 
h And. th F able service have placed the Bert M. writing implement that 

* . Ss 42 OU 
month a year ago. “And, there are reasons. Morris Company foremost in the field of ink for months of 
x ap of better Desk Top Equipment. Many a hecteiety ke aan 
A broad-vision agency development program ‘ ; flood. Your choice of 
é : famous users have their emblems im- five quickly replace- 
under progressive leadership. printed in gold. able “‘thread-in" points 


* medium, broad, stub. 
te e ° ° 

New agency contracts with real incentives. THERE 1s NO. suBstr 
TUTE FOR QUALITY. 
Morris writing sets are 
equipped with iridum 
tipped points and each 
point is tested and ap- 
proved at factory for 
writeability. 









* A program of opportunity which has attracted 
able, ambitious Managers and Field Under- 
writers. 





* New and exclusive policies for today’s market 
added to the wide range of State Life policies. 


* High morale maintained by practical, sales- 
minded cooperation all along the line. 


State Life is on the march . . . and State Life Field 
Underwriters are scoring new gains and making per- 
sonal progress. 


STURDINESS-EFFICIENCY 
SMARTNESS 


These are combined 
in the superior design of 
all Desk Top Equipment 

manufactured by 


THE STATE LIFE | in veda 


The setting shown— pen 


INSURANCE COMPANY set, memo pad, letter tray, 


ash tray, bookends and 






Indianapolis, Indiana BERT M. MORRIS CO. phone rest are a rich ap- 

Desk Top Package Deals ones to any —- 

stamp of an exacting, effi- 

A Mutual Legal Reserve Company Founded 1894 No. 100 and No. 200 sak amesaall The com- 
r Inquire about the surprisingly low cost plete setting retails for 

of completely furnishing a desk little more than the cost of 

with these items. one higher priced—compar- 














able fountain pen set. 
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FOUNTAIN PENS — an effi- 
cient and economical pen 


ith “‘thread-in” poi 
AMED FOR WORLD-WIDE SERVICE from branches set with" threadin pan 


located in more than 20 countries, including 50 offices | ee Writability’ 
in the United States, the SUN LIFE ASSURANCE COM- psn 
PANY OF CANADA has won universal recognition for the 
diversity of its comprehensive life insurance and annuity Inexpensive “book ends. to VA VA 4 Vd Vd 
plans. The specific needs of men, women and children — 
under widely differing circumstances are taken care of, ee a ee 
and a variety of optional policy privileges offers valuable 
alternatives to safeguard the interests of the beneficiary. 








More than One and a Half 
Million Policies in Force MEMO PADS—available in _—« LETTER TRAY—strong two ASH TRAY—A real He-Man 





two types. With jewelers point suspension allows ash tray. Glass lined, per- 
bronze bar that drops as access from entire front fect for any desk or con- 
paper is used, or standard and both sides. Tiers ference table, 

box style. quickly added legal or 


SUN Nie BERT M. ORRIS CO. 


HEAD OFFICE ¢ MONTREAL Dept. N-] 8651 West Third Street — Los Angeles 48, California 

















One Gray AupocraPH plastic disc holds over 
an hour’s dictation. That’s more than 28 type- 
written pages—a record no other dictating 
machine can touch! 

Join efficiency-conscious users everywhere 
who are putting time to more profitable use 
with versatile Gray AUDOGRAPH. Simply sound- 
write memos, sales reports, conferences and 
correspondence. Y our office output will increase 
30% ...and your secretary will be free for 
other important work. 

AuDOGRAPH’s operation is unbelievably sim- 





fing efficiency 


ple. One flick of a finger and you’re recording. 
No arms to lift or adjust; relax and let 
AupocraPH do the work! Discs are feather- 
weight, easy to file and can be resurfaced for 
reuse up to 50 times... this means there’s no 
discarding after one recording. 

AupocraPH is tops with secretaries, too. The 
exclusive electromatic index flashes a red light 
to indicate approaching corrections and green 
signals for ends of messages. Your voice comes 
over with bell-clarity...and tone control 
allows full treble-to-bass range. 
















Dictation is easier — with AUDOGRAPH! 


The Gray Manufacturing Company, Hartford 1, Connecticut 
Send me Booklet 8-H—“Now We Really Get Things Done!” 
Name 















AUDOGRAPH sales and service in 180 U.S. cities. See your Titl 
Classified Telephone Directory under “Dictating Machines.” = Firm 
Canada: Northern Electric Company, Ltd. Abroad: Westrex 

Corporation. (Western Electric Company export affiliate) in Ss 

35 countries. TRADE MARK “AUDOGRAPH™ REG. U. 8, PAT, OFF nein 








